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eA nnouncement ! | 


Friedman-Shelby's big 144-page catalog of Spring and 
Summer footwear is now in the mail. 


In this catalog are shown complete lines of Summer- 
wear and Sport shoe types, novelty footwear for all members 
of the family, together with shoes to meet your staple 
requirements. 





If you are one who does not regularly receive our 
catalog, we will thank you to request a copy, which will be 
forwarded to you with complete confidence that you will be 
impressed with our many attractive offerings. 


Friedman-Shelby is prepared to make immediate ship- 
ment of numbers shown in the catalog, from our large floor 
stocks; better still, we shall be pleased for you to arrange at 
your convenience to inspect this line personally. 





© post card will bring our salesman to your atone. © 
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VOICE of the TRADE 


A GREEN February and a spirit 
of disappointment in the Snow Belt 
for not only is the rubber man in 
despair but the ski and ski-shoe 


man is in the muddy dumps; for . 


a snow-white February would have 
helped the sale and use of ski equip- 
ment in all of the northern states. 





There is a bulletin board on Duane 
Street that showed ski fans just 
where to go in search of snow. Be- 
lieve it or not, twenty-four famous 
ski centers showed a total absence 
of snow February 10 and only one 
spot in Quebec showed a fair snow 
coverage on that date. A special 
train was quickly organized to 
leave on Saturday for no matter 
what costs, this sport must go on. 

Famous through the land is the 
Dartmouth Winter Carnival at Han- 
over, N. H., and no snow in sight. 
One fan said: “I can’t believe it! 
Has the weather gone to the bow- 
wows in this country too? Why 
for twenty-seven years the snow 
never failed for the Dartmouth Car- 
nival, but the latest reports from 
Hanover say that the fields and hills 
are as bare as Mother Hubbard’s 
cupboard.” 

So they are praying for snow 


in the North country and all that 
they have is “Snow White” in the 
movies. 

We had occasion to drop in on 
ski houses and rubber houses and 
to pass the time of day, said: “How 
would you like to buy a good snow 
storm? We can make delivery if 
and when.” We propose a WPA 
project confiscating all ice cubes 
and all the electric refrigerators 
and chewing them up in meat 
grinders to make snow for the lit- 
tle tots and grown-ups who want 
to show their prowess in heavy ski 
shoes tied to slats, and greased with 
snow wax. Some of the waxes are 
for up-hill work, east-side going. 
west-side coming, upside down-side, 
cold day, warm day, whatever sort 
of going . . . a special wax. Also 
sold as an accessory in the stores 
featuring ski shoes. Not to forget 
Viscol and oils for shoes for North 
America has taken seriously the 
ski craze and no less than half a 
million pairs of shoes have been 
sold for that special purpose. 

So, if anyone, anywhere, has an 
acre of snow, publicize it, drama- 
tize it and promote it. There’s gold 
in them thar frozen crystals. 


* * * 


€C. OLIVER WELLINGTON of 
McKinsey, Wellington & Company. 
New York, says: 

“Business in general has done so 
little directly to educate the public, 
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and has taken so little interest in the 
education given by the schools and 
colleges on economic and business 
subjects, that false and misleading 
propaganda has been accepted by 
millions of people merely because 
they did not have the facts by 
which they could have detected the 
propaganda and realized the falsity 
of the statements made. 





“I will mention certain general 
truths that cannot be too strongly 
or too often emphasized: 

“Business in general in this coun- 
try has not made large or excessive 
profits. 

“In any business there is a very 
small margin between success and 
failure. 

“Wages and taxes can only be 
paid out of the difference between 
other costs and selling prices. An 
attempt to increase either wages or 
taxes without a corresponding de- 
crease in other costs or an increase 
in selling prices means doing busi- 
ness at a loss and eventual bank- 
ruptcy. 

“A higher standard of living can 
only come through increased pro- 
duction of goods and services at 
lower costs. Waste and inefficiency 















help no one. The only way perma- 
nently to improve the standard of 
living is through the elimination of 
waste and the increase of efficiency 
through the best use of materials, 
men and methods. 

“Except for out-of-style or un- 
seasonal merchandise, no _ sales 
should be made below cost. The 
man who sells below cost hurts 
himself and hurts the community. 
He hurts the community in two 
ways: first, he reduces his own 
capital; and second, he reduces the 
possibility for his competitor to do 
any business at a profit.” 











WENDY BARRIE, Warner Broth- 
ers’ star, who is well-known for 
her excellent taste in clothes, says: 

“For one, I am an ardent dis- 
ciple of the new suede mode, for I 
have discovered that my ‘sheer’ 
leather things can be worn for 
sports or formal wear if one is 
clever about it. With a slim dress 
of Alice Blue suede, can be worn 
matching accessories — except for 
London tan pumps and a boxy red 
fox coat. Thus, put together, I have 
a dinner ensemble in suede. How- 
ever, the dress can be changed into 
a sports frock by substituting a 
cherry red Eton jacket and calfskin 
accessories. This cherry red jacket 
also doubles with a white crepe 
evening gown, a skating frock and 
as a cocktail jacket.” 








GEORGE P. GABLE of The Wm. 
F. Gable Co., Altoona, Pa., says: 
“About a year ago our store 
managers decided that it would be 
distinctly to the advantage of our 
company if we were to join the 








JAPANESE TANKA 


, READ THIS— e. 


—The Japanese love to write poetry. 

—tThe tanka, a brief verse poem, is 
used to express all sorts of de- 
lightful moods and emotions 

—Such as "Sunrise on the dew, a 
queer-sounding name, a blind 
man walking in moonlight, the 
bursting of a cherry bud.” 

—Recently, Emperor Hirohito sub- 
mitted the following tanka to the 
Japanese Annual Poetry Con- 
test:— 


“Peaceful is morning in the 
shrine garden; 

World conditions, it is hoped, 
also will be peaceful.” 





—lIt's impossible, of course, in a 
literal translation, to do justice 
to the delicately expressed Japan- 
ese thought— 

—But the fine spirit of the tanka 
is there, none the less. 

—May we, in the cruder form of 
the Western World, contribute 
our little tanka to the belligerent 
nations all over the map:— 


Come to your senses, ye 
Sons of Satan; 

Learn to love, and quit your 
hatin’. 


Bit Te 


President 





larger stores’ campaign of furnish- 
ing our customers the definite facts 
about the merchandise they were 
purchasing from us. We believed 
this was right: 

“First—because the consumer has a 
right to know what he is buying; and 

“Second—because the first store in any 
small community that takes the lead in 
such a step naturally gets the benefits 
accruing; and certainly there are many 
from the angle of goodwill and confi- 


dence.” 
x * * 


RR. C. MYNATT, who has oper- 
ated the basement shoe department 
in Sanger Bros. store in Dallas, with 





BOOT AND SHOE RECORDER, February 19, 





1938 





J. R. Hill, these many years, says: 

“This is one place that does not 
bow ,down to the god of volume. 
This ‘Beat-Yesterday-at-any-price’ 
method of doing business, when 
carefully analyzed, will not make 
nearly as many lasting customers 
for a store or produce as much net 
bankable profit as a store that is 
operated on the basis of rendering 
good service at a fair price. In 
other words, we would much rather 
sell two pairs of shoes at $6.00 
than three pairs at $5.00. 

“With that extra little percentage 
to work on per pair, a store can 
afford to render much more per- 





sonal service in selling and be able 
to take better care of those unjusti- 
fiable complaints to the satisfaction 
of the honest but misunderstanding 
customer. A third important factor 
is that business will have quite a 
little more money to spend in pro- 
moting new business. This policy 
has worked out very well with us 
over a period of years.” 
* * * 


HIAROLD C. BRANNER, presi- 
dent of the Hollywood Shops, Inc., 
Wheeling, W. Va., says: 

“Making a profit in a retail store 
isn’t quite the same as winning in 
poker. Under modern conditions, 
profits are deliberately calculated 
in advance—otherwise they may be 
eaten up by faulty buying or man- 
agement. Larger stores plan their 
operations in great detail—they 
don’t trust to luck for their profits 





—and maybe that is one reason for 
their being larger stores. Chain 
stores also plan their operations— 
even chains with units no larger 
than your store or mine, plan every 
detail of their operations. Did you 














ever see a chain store with an over- 
loaded stock—or with a stock that 
was run-down-at-the-heels? 
“Planning is essential to a small 
store operation because it stimulates 
foresight and provides direction. 
Moreover, it simplifies our opera- 
tion and gives us an objective. It 
doesn’t require any expert knowl- 
edge to plan a small store oper- 
ation—the plan should be as sim- 
ple as the operation itself—and 
making the plan work is only a 
matter of controlling ourselves. It 
doesn’t even matter what the form 
of the plan may be, as long as it 
is based on experience and good 
judgment. I happen to know a 
grocer who plans his operations for 
the following week, every Saturday 
night—and all he uses for station- 
ery is a paper bag. He apportions 
his forward week’s expenses and 
purchases out of his current week’s 
receipts, and then puts the balance 
in his savings bank account. His 
governing rule is, ‘No sell—no buy’ 
—that sounds like pretty good 


business.” 
* *# * 


NORMAN D. MITCHELL, Ed. 
Schuster & Co., Inc., Milwaukee, 
Wis., says: 

“Criticism, where justified, should 
be given without delay. Do not 
store up incidents and then give the 
employee the ‘works.’ An individ- 
ual should never be criticized in the 
presence of others and criticism 
should be given in a spirit of en- 
couragement. Any comparisons 
made should be to a standard—not 
to another individual. Give credit 
for an employee’s good intentions. 
Be sure that criticism is deserved 
and worth while and adapt it to the 
peculiarities and sensitiveness of 
the employee. Get a smile from the 
individual before you start and get 
another from him before you allow 
him to leave. The slate should be 
wiped clean after each interview. 
Do not refer back to previous inci- 
dents unless, of course, a separation 
is involved and a general summary 
of past interviews is desirable. 

“In these days of restlessness, on 
the part of employees, there is a 
tendency toward leniency sometimes 
to the extent that it borders on lack 
of discipline. This tendency does 
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not appear to be sound manage- 
ment. Employees do not resent dis- 
cipline if the rules, regulations and 
procedures are known by them to 
be fair, consistent, and impartial. 


@ iS. 


Discipline under these conditions 
breeds respect for the supervisor or 
executive and any resentment on the 
part of the employee is minimized. 
On the other hand, lack of dis- 
cipline breeds disrespect and en- 
courages further breaches which, in 
the end, lead to general dissatis- 
faction.” 





* * * 


L.. R. GILBERT, National Bureau 
of Standards, U. S. Department of 
Commerce, Washington, D. C., said 
at the Merchandising Division Ses- 
sion of the N. R. D. G. A. con- 
vention: 

“Individual purchasers know that 
it is almost impossible to find iden- 
tical sizing systems in any two 
stores. But they see no very definite 


way to remedy the situation and so 
continue from one store to another, 
hoping to find a size that will fit or 
at least fit well enough to justify 
the necessary changes or alterations. 

“Realizing the value of composite 
thought in the field of size measure- 
ments, it is our feeling that if an 
agreement based upon experience 
can be reached among the manu- 
facturers, dealers, and representa- 
tives of consumer groups, the indus- 
try will have size data that can be 
adopted with the justified belief 
that it represents the best informa- 
tion available. 

“When your Association re- 
quested the Bureau’s cooperation, it 
realized the need for broad, basic 
principles of size designations and 
suggested the following, which were 
used as the foundation for the siz- 
ing system of this proposed stand- 
ard: 

“1, The first of these is that size 
designations should be based on 
body measurements. 

“2. The second principle is that 
size designation should be consis- 
tent for all garments, and 

“3. The third principle advo- 
cates the elimination of age designa- 
tions to indicate size.” 





Merchant:—"So that's where my kid hid his Jack-in-the-Box." 
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EN Whittier, California, Murray Greenwood’s new 
shoe store is the final answer to “How to make an 
ell-shaped room into an attractive shoe store.” This 
store is modern, but of the type of architecture that 
makes it a homey, comfortable place. A large amount 
of merchandise is so well displayed that it is a real 
selling institution. 

Here is one store whose design will be widely 
copied. The arrangement arose through necessity. 
Originally the room was a regular 25-foot wide, 104- 
foot deep store. Then a piece 10 feet by 40 feet was 
taken out for a candy store, leaving an oddly-shaped 
room. 

According to the Greenwood theory, the people of 
Whittier would not support “just another shoe store” 
properly, because trade everywhere is glutted with 
ordinary shoe stores, ordinarily lighted and ordi- 
narily equipped. With this in mind, the expert archi- 
tectural knowledge of Allen Siple of Beverly Hills 
and representatives of the Southern California Edison 
Co. were enlisted, and a shoe store was designed which 
would be entirely different from the general run 
of stores. 


A center mirror flanked by Venetian blind doors, and cir- 
cular walls serve to increase the effect of spaciousness. 


Right—The main corridor-like entrance showing 
the arrangement of the handbag section and the 
wrapping counter. 

Below, left—Exterior of the Murray Greenwood 


store showing how careful arrangement can en- 
hance the attractiveness of the 15-foot front. 





A SHOE STORE 


In the first place there was light not merely to 
see by, but also light to sell with. On the ex- 
terior a brilliant neon sign carries the eye to the 
window merchandise bathed in 200 foot-candles 
of illumination. Combined direct and indirect 
overhead fixtures lend spaciousness to a narrow 
entrance corridor flanked by accessory coun- 
ters. In the central circular salon, four 200-watt 
bulbs in a single ceiling unit is the source of 
general light, providing a pleasing background 





Accessories come in for their share of the display space in the 








new Murray Greenwood store. 


on pearl gray walls and for the highlighted “shadow 
boxes” which line them. 


These shadow boxes, deep recesses cut at eye-level 
in the salon walls, are instant attention-getters. Soft, 
well-rounded light, dispensed by six 60-watt bulbs be- 
hind frosted glass accentuates quality, form, texture 


and color. Ensemble arrangements in the boxes are 


changed every few days. 
The architect’s problem was to make this ell-shaped 


store into an outstanding shoe salon. Starting with 


BOOT AND SHOE RECORDER, February 19, 1938 


BOOT AND SHOE RECORDER, February 19, 1938 






Page 15 


the 15-foot frontage and the 40-foot corridor-like 
front part, Greenwood’s decision was to turn this 
into an accessory section, with a hosiery depart- 
ment on the left-hand side and a handbag display on 
the right as one enters the shop. The main body of 
the store was given a circular treatment, so that the 
entire shape of the finished room resembled a huge 
key hole. 

A large mirror in the center of the shoe selling 
space doubles the apparent size of the store. Entrances 
to the stock rooms are on either side of the mirror. 
Note the Venetian swinging doors which only partly 
conceal the shoe cartons. This was done so that cus- 
tomers could see shoe boxes, thus feeling that they 
were really in a shoe store. 

The seating arrangement is in keeping with the 
shape of the room. Rich plum-colored velour settles 
were custom built for certain spots in the salon. In- 
dividual chrome-finished chairs were upholstered in 
light-colored leather and the plum color was again 
repeated in the wall-to-wall carpeting. Practically 
every available inch of wall space has been given over 
to display purposes. Merchandise is sold right from 
these displays. Architecturally this is a salon of 
curves, with no sharp edges showing anywhere. Even 
the wrapping desk is curved. 

Patrons feel at home as the shop has the atmos- 
phere of a new and modern living room, yet it is 
distinctly a shoe store. Behind the entire store ar- 
rangement is the idea of making buying on the part 
of the public more pleasant and easier. 

On the formal opening day, the management was 
most fortunate in having the president of the impor- 
tant Whittier Woman’s Club act as hostess. Over a 
thousand local women registered on the first few 
opening days, with some 400 customers making shoe 
purchases at this time. This is an evidence of the 
immediate acceptance on the part of the community 
toward this new type of shoe store. 


A glimpse into the salon from the entrance em- 
phasizes the absence of angles in the store. 


Designed for Efficient SELLING 


Hew Murray Greenwood Set Out to Attract 
More Business by Building a Store That Was 
Different in Whittier, California, and How 
Experience and Results in the New Store 


Demonstrated the Soundness of His Theories. 
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Novel Ideas 
In 





THE period between the middle of February and the 
beginning of the Easter selling period is “between sea- 
sons” for shoe window displays in the northern section 
of the country. Clearance displays have lost much of 
their initial interest and it’s still too early to come 
out with any very extensive showings of Spring shoes. 
Nevertheless, the progressive merchant sees to it that 
even in this period, some new and interesting slant is 
given to his store’s displays, for in these days of in- 
tensive retail competition no store can afford to relax 
at any time its efforts to keep its merchandise and 
service in the forefront of the race for public notice 
and approval. 

Increasing interest in southern travel and the fact 
that more and more people are making it a practice 
to visit the southern resorts or go on southern cruises 
to escape the rigors of Winter gives a cue to shoe 
merchants to plan some interesting windows featuring 
all sorts of footwear designed for southern wear. Such 
windows serve not only to develop worth while extra 
business from those planning to go south, but also 
help to relieve the monotony of mid-Winter displays. 
They afford an opportunity to feature merchandise 
that is fresh, colorful and interesting. We have seen 


An unusual Delman shoe window at Bergdorf- 
Goodman, used as a background for the new 
Turban Evening sandals. 
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Current Shoe Windows 





“Dancing in the Dawn” was the title of this 
strikingly beautiful evening footwear display 
by Bonwit Teller. 


a lot of very attractive southern shoe windows this 
season, and undoubtedly they have served as a con- 
structive force in developing sales which otherwise 
might not have come to the shoe stores. 

Social activities in every city serve as a background 
for some interesting and out-of-the-ordinary windows, 
of which several very interesting examples are repro- 
duced herewith. February offers splendid opportuni- 
ties for displays of this character, with Valentine’s Day 
and Washington’s Birthday as high spots. Easter dis- 
plays will come later than usual this year, but Spring 
footwear will fill the windows long before that time, 
and merchants who make it a rule to plan well in ad- 
vance have their Spring displays well lined up by 
now. The present lull in seasonal promotions offers a 
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Southern Travel, Mid-Winter Soeial Activities and February 


Holidays Provide Themes for Clever Footwear Presentation 





good opportunity to complete your schedule of window 
displays for the coming season. In doing so, careful 
consideration should be given to such trade events as 
National Foot Health Week, May 2 to 7, and National 
Sport Shoe Week, May 21 to 28. 

The importance of proper advance planning and 
preparation by retailers in connection with their win- 
dow displays was emphasized by Frank W. Spaeth, 
vice-president of W. L. Stensgaard & Associates, Inc., 
Chicago window display specialists, in an address on 
“Display, 1938,” at the 27th annual convention of the 
National Retail Dry Goods Association, held in New 
York early this month. 

“We are rapidly approaching the day,” said Mr. 
Spaeth, “when the display manager and display direc- 


“Shoes for the South” 
were featured in this 
cleverly conceived I. 
Miller window, in which 
display stands were de- 
signed to represent cac- 
tus leaves. 





R. H. Macy & Co. used 

this ingenious idea to 

focus attention on car- 

riage boots—fur-trimmed 

rubber footwear for Win- 
ter protection. 


tor will spend twice as much time planning window 
promotions, using the same intelligence and energy 
which is spent today planning newspaper advertising. 
Rough sketches of ideas and copy appeals will be ap- 
proved in the same way that final newspaper proofs 
are approved today. 

“Even today we are beginning to respect the achieve- 
ments of this-division. During the past three years, 
more progress has been made from a hard-headed mer- 
chandising and selling viewpoint in the display field 
than in all previous years put together. Display direc- 
tors are injecting ‘sell’ into their windows. They are 
doing this, not because of the leadership and inspira- 
tion given them by top executives but because 

[TURN TO PAGE 30, PLEASE] 
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MIAN is about 2,000,000 years old. However, about 
450,000,000 years ago, during the Age of Fishes, the 
formation of what was later to be the human foot, be- 
gan to take shape as a fish-fin. That was the first “foot.” 
The parts comprising the pelvic (posterior) fish-fins 
closely correspond to the bones of the human thigh, 
leg and foot. And the five-toe formula of our own 
human feet had its vague origin in the fish-fin. 

The next pedic stage was in the amphibian (living 
in and out of water), about 325,000,000 years ago. 
Ages past, as today, the pools and water-holes where 
these creatures lived would often become stagnant and 
almost dried up. This would eliminate free swimming, 
and the fins were used to push the bodies through the 
mucky surface. The “feet” and legs were very loosely 
jointed and of a soft but tough structure. They did not 
support the body weight, but moved by sluggishly 
dragging the body. The five-toed pattern became more 


“The Human Foot” Dr. Dudley J. Morton 








HOW to SELL 
SHOES 
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CUSTOMERS 





Third Chapter 
HISTORY OF THE HUMAN FOOT 


emphasized. There was no knee or ankle joint, the only 
joint being at the mid-tarsal or “instep” region. The 
legs were extended out from the body like “shoulders,” 
and the foot was on the same plane as the leg (i.e., in 
a position similar to that of the hand to the forearm). 
This made locomotion slow, awkward and inefficient. 

The reptile stage (about 200,000,000 years ago) fol- 
lowed. The transitions in foot design here were ex- 
tremely important. These animals were going farther 
inland and needed faster and more efficient locomotion. 
The first semblance of knee and ankle joints developed 
here. This bending facilitated movement by lifting 
the body higher from the ground. 

The big toe (hallux) had its origin here. Because of 
the change in leg structure the body weight was now 
being thrown to the inner side of the foot. To prevent 
2 complete rolling inward, the big toe (similar to the 
position of the thumb to the fingers) was developed. 

The reptile gave us the first heel bone. Likewise the 
first arch, the transverse, running laterally across the 
mid-tarsal or instep region. (This arch is not to be con- 
fused with the main arch, the longitudinal.) Another 
notable change was that the vertical line of the foot 
and leg was broken to form an angle at the ankle joint. 
And the limbs, instead of protruding outward from the 
hody (like “shoulders”) now drew in beneath the 
body, making the limb support more secure. This did 
wonders to increase speed and agility. 

The last change in the reptile class was the diminish- 
ing of the number of tarsal bones or “instep” bones. 
The preceding class, the amphibians, had eleven or 
more. Their followers, the reptiles, had nine or less. 
(The human foot has seven). This was accomplished 
by fusion or absorption. Circumstantial foot adap- 
tions influenced these changes. However, the meta- 
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“The Human Foot” Dudley J. Morton 


tarsal bones remained five in number, and the number 
of bones in each toe was three, with the exception of 
the big toe, which had two. This is identical with the 
toe and metatarsal patterns of the human foot. The 
composition of the foot and leg structures now were 
more compact and hard. This was necessary because 
they had to support the body weight. 

Then came the mammal stage (about 60,000,000 
vears ago). The foot bones became more firmly inter- 
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locked, although the foot was still flexible because 
mammals were arboreal (living in trees). Due to their 
mode of life, the foot was used as a grasping organ. 
This muscular development influenced the heel which 
took on a truer “heel” form. The big toe (shaped like 
the thumb) became a more powerful grasping digit. 
Two more important changes occurred: claws became 
flat nails; the toes became longer and stronger, for 
grasping purposes. 

The pre-ape stage (about 35,000,000 years ago) in- 
stituted a remarkable feature, the upright posture— 
from four legs to two. It is here that the foot began 
lo rapidly progress toward its present state in modern 
man. The foot was forced to rest flatly on the ground 
and balance the entire body. This “balance” factor 
greatly influenced ligament and muscle changes in the 
foot, leg and body. For the first time, feet rested flat 
and wholly on the ground. The tarsal formula of bones 
became seven, as in modern man. 

The era of great apes (20,000,000 years ago) was 
both a digression and a retrogression regarding foot 
development. These animals became “arm users” in- 

[TURN TO PAGE 32, PLEASE] 
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ADVENTURES IN 


THERE are at least two reasons why St. Louis, Mo., 
is especially interesting to shoe merchants. 

First, of course, is the fact that the city manufac- 
tures something like 75,000,000 pairs of shoes a year, 
with a sales value of more than $165,000,000. Second, 
is its unusual method of selling shoes to the consumer. 
An unusually large percentage of the downtown retail 
business is done, not through independent shoe mer- 
chants, but through mammoth department stores. 

The three principal department stores are the 
Famous-Barr Co., Stix, Baer and Fuller and Scruggs- 
Vandervoort-Barney, Inc. Their combined volume of 
shoe sales is staggering. They have scores of salesmen 
and hundreds of chairs. 

But to me, the most interesting shoe business in St. 
Louis was not found in a big department store, or in 
the stores owned by shoe manufacturers. It was the 
Vogue Boot Shop, an independent shoe store which 
has managed to survive and prosper among all its big 
brothers. 

S. S. Crasilneck, who runs the Vogue Boot Shop, 
says: “Nineteen years ago, when I first opened my 
store, there were 35 independent shoe stores in the 
downtown section. Now, I am the only independent 
women’s store that is left downtown.” 

Crasilneck knows how to meet the competition of 
the large stores, with their tremendous stocks. He 
doesn’t try to compete with them on their own ground. 


SHOE SHOPPING 


He goes after business in his own way, with as little 
waste motion as possible. 

In the midst of a great city, he has made his shop a 
very personal sort of shoe store. His clerks have been 
with him from three to seventeen years. He estimates 
that he or one of his clerks knows at least one-half of 
his customers by name. 

He has kept the interest and loyalty of his customers 
by a rather remarkable job of direct mail advertising. 
He advertises in the newspapers only occasionally. 

“I could never compete in newspaper advertising 
with the big stores,” he says. “Here in St. Louis, adver- 
tising costs 35 cents a line. An average-size, two-column 
ad would cost about $140, and would be lost among 
the splashy, spectacular ads of the big stores. Besides, 
we'd have to do $500 worth of business to pay for it. 

“And so my advertising is done almost entirely by 
direct mail. I have an active mailing list of 10,000, 
with a metal plate for each name. We have system- 
atized things so that we can send out 10,000 pieces of 
mail in two days— and stamp them all in three hours. 

“The customer file is kept up-to-date by a girl—it 
doesn’t take her over one-half day a week. Once in 
six months we weed out dead names, those who haven’t 
bought shoes from us in two years. 

“At the beginning of each new season, we get out 
10,000 booklets, announcing our new styles, with illus- 
trations, descriptions, and prices. You’d be surprised 
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Shoemaking 


An unusually large percentage of the downtown 
retail shoe business in St. Louis is done, not 
through independent shoe merchants, but 
through mammoth department stores. _Photo- 
graph at the left shows a view of Washington 
Avenue and the store of Stix, Baer and Fuller. 


by 
MARY JUNE BURTON 


how the women wait for these booklets, and use them 
to plan their Fall or Spring shoe wardrobes. Out-of- 
town customers often use them to order by mail, filling 
out the blank we print in the booklet for that purpose, 
with space for first, second and third choices. 

“These booklets cost us from $300 to $600. We've 
found they need not be elaborate or expensive. One 
of our simplest announcements was nothing but a sheet 
of paper about 17 by 11 inches, folded three times— 
yet we had one of the best responses from it of any 
booklet we ever published. 

“We don’t advertise our semi-annual sales in the 
newspapers. We mail out the printed announcement on 
penny postcards. Women have learned to expect these 
cards just as they have the booklets, and they come 
in by the hundreds. In fact, we mail out only 1000 
cards at a time, because if we sent out the whole 
10,000 at one time, we’d be swamped. 

“And the cost? Exactly $100 for the postcards— 
about $25 for the printing. Stack that up against the 
cost of newspaper advertising that would be equally 
effective. 

“Occasionally we do run institutional ads in the 
newspapers. We also cooperate with the other mer- 
chants by announcing special values for the big down- 
town day sales which all the stores observe together. 
But that about covers our newspaper advertising.” 


WITH one or two exceptions, Crasilneck never ex- 
ploits branded shoes. He carries the Dickerson Arch- 
lock and Arch-Relief shoes by name, also the Tango 
pump. Otherwise, all his shoes are stamped only with 
the name of the Vogue Boot Shop. 

“I want to train my customers to have confidence 
in us, instead of in a certain line of branded shoes. 
I’ve found that with some branded shoes, the quality 
of the line varies at times. By putting my own mark 
in the shoes, I don’t have to become dependent on par- 
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A Bird’s-Eye View of the Unusual Methods of Shoe Dis- 


tribution Used in One of America’s Largest Centers of 





ticular brands, and buy them for customers who have 
become used to them. Instead, each season I can buy 
my shoes strictly and solely on their merits.” 

Crasilneck spends more than two hours a day on 
business routine, either before the store gets busy, or 
in the evening after it closes. The rest of the time he 
spends on the floor. He wants to hear the comments 
made on each shoe, and see how it fits on the foot. Be- 
sides, he says, his men work so much better when the 
boss is working with them. 

His hosiery saleswoman also has a double-barreled 
job. In the mornings she is a secretary who takes care 
of his correspondence and business files. About eleven 
o’clock she goes down on the floor to sell hosiery. The 
system, he says, works fine. 

Another of his pet schemes is very popular with his 
salesmen. When any man sells $30 or more worth of 
merchandise to one customer at one sitting, he gets ten 
per cent of the total amount purchased, in addition to 
all other commissions. 


THE C. E. Williams Shoe Store is a flourishing men’s 
and women’s store down in the market district. Forty- 
three years ago when the store first opened it was in 
the heart of the shopping district. Gradually the other 
stores moved south, but Williams owns his building, 
so he doesn’t intend to move. Shoppers in the busy 
markets have found his store a handy place to buy 
shoes—besides, several generations of St. Louis citizens 
have learned that his values make the trip worth while. 

Williams himself has developed some positive ideas 
on shoe selling. He says this, for instance: “Don’t be 
a good fellow, and buy a case of shoes from every 
salesman who comes along. Pick out one particular 
line and favor them in every way you can. Then you'll 
get good service. 

“You see how the thing will work out. Suppose in 
the middle of the season you want to reorder some 
shoes from a certain manufacturer. Suppose your 
annual account with that manufacturer has been under 
$800—that’s the average annual account of all shoc 
merchants in the United States. 

“Then, let’s say, your order goes in with a thousand 
other orders for the same shoes—and the manufacturer 
has only a dozen or so pairs left. Who do you think 
will get the best service—you with your $800 account, 
or the merchant whose yearly account with that manu- 
facturer is $5,000?” 

[TURN TO PAGE 32, PLEASE] 
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OUTLOOK 


Is the Public Asking for a Change? 


AS the public becoming more particular? Must a 
retail stock in 1938 contain a greater variety of items? 
Can a profit be made on a diversity of items? These 
three questions are uppermost at the moment. 

Let’s consider the first case—ls the public becom- 
ing:more particular? A customer asked a retail mer- 
chant for infant’s shoes in colored kid—one pair in 
light blue and one pair in red, to match the colors of 
the child’s costumes. The merchant replied: “It’s been 
twenty years since we had those colors in infants’ shoes. 
It’s now almost universally white and smoked elk in 
the smaller runs of sizes.” The customer had the money 
to pay and wanted none other. So it was a case of 
specials and trouble—all along the line—to get them 
delivered in time. The total transaction was a loss: 
but was charged up against customer service. The mer- 
chant frankly acknowledged that if he wasn’t up against 
a bookkeeper formula of keeping no shoes over a year, 
he certainly would have colors in his children’s line—- 
if for no other reason than by brightening up the win- 
dow, they might serve as an extra pair inducement. 

Now let’s go to the second question—Must a retail 
stock in 1938 contain a greater variety of items? In 
a recent study made of buying demands of towns- 
people and farmers of Richland Center, Wis., three 
important reasons were given why customers traded 
in. other cities: greater variety, better quality and 
lower prices. If this is true, then more styles, more 
colors and more patterns may be forced upon the mer- 
chant in order that he may do more business and make 
more money. 

One of the wildest Summers in feminine footwear is 
right ahead. Soles for the hot pavement and “strands 
of whipped cream” around the foot—for almost every- 
thing is being used as upper material from straw to 


metal chains. 


It’s almost unbelievable the way the thick cork clogs, 
extreme millinery novelties, swept into retailing in a 
period of less than six months. The public is buying 
clogs at prices from $2.95 up and when we say up, we 
mean millinery “tops.” 

Certainly there never was a time when the shoe store 
window was more interesting, and never a time when 
the merchandise itself had more eye appeal. The mer- 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


chant who for ten years has followed the policy of 
picking a good line and sticking to it, now reaches a 
time when every shoe must have its salability. Every 
merchant now must look at every salesman’s samples 
who comes to town—for there may be some salable 
item to tickle the toes of his customers and thump the 
cash register. Suddenly we come face to face with a 
situation where merchandising and management are 
more important than rules and bookkeeping. The pub- 
lic that seems reluctant to buy must be teased and 
tickled and entertained into spending its money for 
foot enjoyment. To budget is to limit adventure—to be 
audacious is to profit. 

Believe it or not, business in general has little to do 
with the mood of women to buy crazy hats.and now we 
are definitely in a period of crazy shoes. It may not 
make sheer sense—but is does make money. 

Now the third question—Can a profit be made on 
a diversity of items? Is it inevitable that we have as 
big a bulge on suedes next Fall as we had last; and 
must 85 per cent of that suede stock be black? Mass 
merchandising has produced mass styling. Will the 
customer continue to be satisfied with black suede in 
the Fall season? 

Will the customer be better dressed and better satis- 
fied with a diversity of shoes in the Fall season? It 
may be good bookkeeping to have one type of foot- 
wear but is it good business to limit the customer’s 
wardrobe to one material and one colar? The public 
may be ready for a change. We can have the most 
interesting Fall season in years if we give it some early 
thought along the line of greater variety in stocks, in 
window and at the fitting stool. 

To anticipate sixty days is now actually a combina- 
tion of caution and courage brought about by a con- 
dition of the times in-general. That policy is all right 
for Spring and Summer, when craftsmanship is sec- 
ondary to trick shoemaking—but. working along to- 
wards Fall, it’s going to be necessary to do a little 
more planning if the right shoes in the right shoemak- 
ing and at the right price are to be had at the right time. 
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WEYENBERG 


SHOE MFG. COMPANY 
MILWAUKEE, WISCONSIN 








baa 
ete » } It's the “Big Apple” in summer footwear 
the talk of the forgotten young men who have 
been looking for something really new in shoe styles. 
The Palmetto basket weave pattern is effected by a special perforating 
and embossing process originated and controlled by Weyen- 
berg. It has all the appearance of a high grade, hand- 
woven shoe—but much more practical and durable. 
Here is an original, breezy and styleful item that 
answers your question— How to Win Customer 
Friends and Influence Summer Sales’. Palmet- 
tos are available in several patterns and 
colors: white, grey, brown, and combi- 
nations. Write for descriptive folder. 















Style No. 6264 — Brown 
Vegetable Tanned Palmetto, 
Drake Last, Crepe Sole. A, B, 
C, D. Other lasts and patterns 
in white, grey and tu-tones. 


Design Pat. Pending 


To 
Retail * 5 
at 
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THE “SMALL BUSINESS” CONFERENCE 





SAMUEL M. LE VINE 


Uncle Sam’s Shoe Store, Paterson, 


N. J. Mr. Le Vine took an active part 
in recent Washington conference. 


S&S MALL business in the United States is the world in 
which most of us live, from which most of us derive 
our incomes and through which mass-produced con- 
sumer goods reach the public. It is a good world, a 
sound world and a world that hitherto has helped to 
make and unmake presidents. In a general sense we 
know what we want. 

President Roosevelt’s technique in summoning, first, 
big business, thenlittle business, on means of curing 
the present recession is a splendid gesture. The ex- 
hibition and exchange of views was most encouraging, 
despite comments of the press to the contrary, A pa- 
ternalistic government which has held out a helping 
hand for several years has now asked for advice. The 
administration definitely makes known that it desires a 
program that will make business men, large and small, 
have faith and confidence in their government® 

Most:of the problems that camé before this conference 
have been fundamental, on which persons eveit more 
expert than business men are needed. The average 
American has been educated to believe that in his 
congressmen he has a direct representative in Washing- 
ton. Why a group of the small business men should 
have to come to,the capital has not yet been explained. 
The theory that the administration in power can alter 
economic conditions and bring about prosperity and 
avoid depressions is a missplaced theory, and could 
have no better manifested itself than it did at the con- 


ference of small business executives. 


As Seen By 


A Shoe Merehant 


Bicthange of Views an Encouragement to Those Who 

Participated, While the Fact That Smaller Business 

Men, Who Form the Background of the Nation’s Life, 

Were Called Into Conference, Gives Rise to Renewed 

Confidence in the Survival of Democratic Processes 
and in the American System of Enterprise. 


by 
SAMUEL M. LE VINE 


Arriving in Washington on Tuesday evening, which 
was the night before the conference opened, the air 
literally reverberated with “conference,” and small 
business men. On street corners, in hotel lobbies, 
restaurants, small groups of them were seen to congre- 
gate to discuss and plan their course of action for the 
next day. 

The conference was called for 10:30 A.M. in the 
auditorium of the Department of Commerce on Wednes- 
day. As early as 8:30 A.M. many hundreds of delegates 
were already in the auditorium; by 9:30 it was evident 
that the auditorium, which normally seats 1000, would 
not be half big enough to accommodate all those seek- 
ing admission. Five hundred invitations were extended, 
but several thousand came. With the orchestra, balcony 
and aisles packed to the limits, the conference got 
under way. 

Secretary of Commerce Daniel Roper welcomed the 
visitors on behalf of the President. He spoke at length 
of his interest in the problems of small business; how 
anxious the President was to receive the views, and 
heing made acquainted with the intimate sources of 
trouble in small business. He told the gathering that 
it was-their conference and that all suggestions will be 
considered and recommended. He introduced Jesse 
Jones,. chairman of the Reconstruction Finance Cor- 
poration, who offered the facilities of his department 
to “this vitally important division of American eco- 

[TURN TO PAGE 37, PLEASE] 
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NOW ON THE MOVE! 


GABARDINE 
FASHION WELDS 


DUNN ano McCARTHY, INC. 





@ No wonder they’re moving fast! 
Customers are quick to realize that 
well-made Gabardines at $3.95 are 
a great buy. They’ll ask for these 
shoes right through the season— 
they’ll expect to find them in com- 
plete color and size assortments. 
Gabardine stocks should be fre- 
quently checked — frequently re- 
plenished. Dunn and McCarthy 
is ready to ship YOUR orders the 


same day they are received. 


IN STOCK—READY FOR 
IMMEDIATE DELIVERY 





DUNN ano McCARTHY, INC. 


AUBURN, N. Y. 


19, 










1938 






fos Ll, A pretty oxford in Black, Blue or Brown Gabardine. 
SECELE Sizes 3% to 10; AAAA to C. y 
Factory Price, $2.50 
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au f Gabardine pump with tricky front trimming. 
tcReT Black or Blue. Sizes 314 to 9; AAA to C, 
Factory Price, $2.50 









Cl d tt New broad strap in Black, Blue or Brown 
audelle Gabardine. Sizes 344 to 9; AAA to C. y 
Factory Price, $2.50 ; 





e' 3) WN Z 

CSSA BEY Wire RMS ARI 

B [it Tongueléss oxford of Black, Blue or Brown Gabar- 
olla dine. Sizes 314 to 10; AAA to D. 

Factory Price, $2.50 
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Retail Recovery Near, Middle 





GORDON EVANS 


Scranton, Pa., Shoe Merchant, Elected President 
of M.A.S.R.A. 


SHOE retailers from five states and the District of 
Columbia gathered in Philadelphia on Sunday, Mon- 
day and Tuesday of this week for the twenty-fourth 
annual business meeting and convention of the Middle 
Atlantic Shoe Retailers Association, held, as in recent 
years, at the Benjamin Franklin Hotel. Besides the 
usual representative attendance of merchants and buy- 
ers, many traveling salesmen were present, three entire 
floors of the hotel being filled with the exhibits of shoe 
manufacturers, shoe wholesalers and the suppliers of 
equipment and accessories. 

While the conservative and somewhat cautious atti- 
tude that has characterized buyers attending most of 
the conventions held this year was also in evidence 
here, salesmen in numerous instances reported gratify- 
ing business during the three days of the show. The 
association management cooperated unreservedly by 
confining the business and educational sessions mainly 
to Monday afternoon, leaving retailers free at other 


Atlantie Shoe 
Men Told 


Stage Seems Set for Slow but Steady 
Improvement Between Now and Fall, 
Philadelphia Chamber of Commerce 
Representative Declares at Convention 
—Ruth H. Kerr Calls Fashion Powerful 
Influence in Footwear Improvement— 
Regional Meeting Well Attended 


times to visit the display rooms and inspect the ex- 
hibits. In addition to the noonday luncheon meeting 
on Monday, when prominent speakers were heard, 
orthopedic group sessions were held Monday afternoon 
and Tuesday morning. The Board of Directors held 
meetings on Sunday and at 5 o’clock Monday afternoon. 

Gordon Evans, of Scranton, Pa., who has held the 
office of first vice-president during the past year, was 
advanced to the presidency of the association at the 
annual election on Monday, and the other officers 
elected were as follows: First vice-president, John 
Storch, Newark, N. J.; second vice-president, Louis 
Bendheim, Wilmington, Del.; third vice-president, Ben 
Shaub, Lancaster, Pa.; treasurer, George M. Garman, 
Philadelphia; secretary and managing director, Cal J. 
Mensch, Philadelphia. The Board of Directors unani- 
mously endorsed the resolutions passed by the National 
Shoe Retailers Association at the 27th annual conven- 
tion of that organization in Chicago. 

Retailers, salesmen and all attending the convention 
were saddened to learn on Tuesday morning of the 
passing of Mrs. Cal J. Mensch, wife of the well-known 
and efficient secretary of the association, which occurred 
at the family home Monday evening, following an ill- 
ness of several months duration that reached its climax 
just prior to the opening of the convention. All day 

[TURN TO PAGE 34, PLEASE] 
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DEPENDS A LOT ON 
THE SOLE LEATHER USED/ 


It is not unusual to hear of persons who have expressed disappointment 
with a purchase of shoes. The style was good. The last was right. The work- 
manship was fine. Still, the comfort expected was not realized. It was the sole 
construction, beyond all doubt, to which the discomfort could be attributed. 
Such an experience is not desirable for your peace of mind or the customer’s. 
Aim to avoid it. 


KISTLER BENCH-BRAND SOLE LEATHER 


can help you. Our old-time, vat-tanning process gives sole leather the proper- 
ties which contribute to comfort. The leather is not left stiff and tiring to 
normal-foot action. The pores of the leather are not closed to the extent that 
it burns and draws the feet. However, it is moisture resisting through the 
whole period of wear. Benefit by this feature of men’s shoes. Your trade will 
welcome the offer of shoes bottomed with it. 









This chart represents a side 
of leather. The part used for 
KISTLER “BENCH BRAND” 
SOLES Is about 13% of the 
whole side. 
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Above: More than 300 youngsters were at 
the Milwaukee County Airport recently to 
see the presentation of a Taylor Cub air- 
plane to Robert Zimmerman, 13-year old 
Wauwautosa lad, winner in a national lim- ; 
erick contest sponsored by the Belle-Meade i 
Shoe Company of Nashville, Tenn. “Bob,” 
who wants to become a lawyer, sold the 
plane back to the company for $1,000 and 
will use the money for a college education. 
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Left: Following in his father’s footsteps is i 
13-year old Morris Delman, son of Herman y 
Delman, well known shoe manufacturer, 
who bettered his father’s catch of last year 
with a 6-foot 444 inch sailfish and a 35- 
pound wahoo caught in Florida this season. 
He was made a member of the Miami Beach 
Sailfish Club because of his big catch. 


Below: Winners in the “Name-a-Shoe” contest, held by the Cam- 
meyer Shoe Shops, Inc., New York, were these three Vassar students. 
The contest lasted one month, during which time the entrants sug- 
gested names for each of three shoes pictured in a weekly ad. First 
prize winner received a complete wardrobe of Cammeyer shoes. 


Above: A little wood and crepe paper was used 
in the construction of this novel float by Jack’s 
Shoe Store, Vinton, lowa, which gained much 
publicity from the stunt in a parade staged a 
short time ago in the town. The float repre- 
sented the “Old Woman Who Lived in a Shoe.” 
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TRAVEL IN 
COMFORT 


Merchants who handle City Club 
Velvet Step Shoes move right along in 
the style tempo of the men’s game 
with patterns suitable for the sun 
deck of a Carribbean-bound cruiser 
as well as for the fashionable streets 
of Palm Beach....But in addition to 
style, these shoes carry the remarkable 
energy-building Velvet Step feature 
which provides the comfort demand- 
ed by active men . . . Even the lasts 
over which these shoes are built are 
specially designed; fuller treading 
surface, broadened heel space. All 
patterns carry short snug-fitting 
top lines. Never before have so many 
proven features been available in one 
line of men’s dress shoes. 








INNER 
SEAMLESS 1-PIECE BACK HEEL PAD LONGITUDINAL PAD METATARSAL PAD 

Premold seamless back feature eliminates ripping. Lining Absorbs some of the shock That locks the heel in place Serves as a support for the 
also is seamless. Leather and lining are premolded to shape for those who pound hard and at the same time gently metatarsals, thus relieving 
before lasting. Result is a smooth, snug, comfortable heel. pavements all day. supports the arch. pressure on the ball of the foot. 

Specifications: Welt construction; fine selected upper stock ; Promotion: City Club Velvet Step Shoes are backed by 

soles of choice selection of cowhide bends; invisible nailed five-color window displays; counter signs; special City Club 

rubber heels. Widths AAA to G. Sizes 5 to 14. cards; arrow markers; envelope stuffers; City Club consumer 

In Stock for immediate shipment (Write for Catalog). Priced booklet; mat service; dealer imprinted postcards; radio tran- 

to retail at $6.00 and $6.50 with an attractive mark-up. scriptions and City Club golf balls. A 50-50 proposition on 

Terms: 60 days, net. local newspaper advertising and radio broadcasts. 


PETERS SHOE COMPANY e BRANCH OF INTERNATIONAL SHOE CO. e ST. LOUIS, MO. 
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Novel Ideas in Current Shoe Windows 


[CONTINUED FROM PAGE 17] 


they have discovered through indirec- 
tion how to use this promotional 
weapon. 

“Why is display valuable? Obvious- 
ly, a picture in full-size, full-color and 
in three dimensions promotes a much 
stronger urge to buy than in the one- 
color, two-dimensional flatness of a 
printed page. This simply cannot be 
questioned. Then by what other stand- 
ard of measurement can we estimate 
its value? This standard used by all 
forms of advertising is called ‘circula- 
tion.’ What is window display circula- 
tion? 

“A recent survey made for the Ad- 
vertising Research Foundation cites 
four major conclusions: 1. Window dis- 
play circulation can be evaluated by 
uniform methods. 2. The volume and 
quality of the circulation in any mar- 
ket can be defined. 3. Varying degrees 
of intensity of circulation can be ob- 
tained. 4. The cost of this circulation 
can be determined. The market struc- 
ture was divided into four definite 
types of business districts, namely, 
central business, secondary, neighbor- 
hood and outlying districts. Tests re- 
vealed that an advertiser can obtain 
four different degrees of intensity of 
distribution for his displays. They were 
designated as minimum, normal, sec- 
ond intensity and third intensity. For 
minimum, the daily circulation equals 
25 per cent of the population; for nor- 
mal districts, 50 per cent; for secend 
intensity 75 per cent, and for third 
intensity 100 per cent. Obviously, the 
most important business district is the 
central business district, which is in 
the heart of the city, and consequently, 
the heart of the retail business. It is 
the center of employment and the focus 
of traffic. Here are found all the large 
department stores and numerous wo- 
men’s and men’s specialty stores. All 
transportation facilities converge at 
this point. ... 

“A window display or a newspaper 
ad runs relatively the same risk of not 
being seen or read . . . though full- 
color, full-size and three dimensions 
admittedly give display more stopping 
power. The newspaper plays a vital! 
role in creating shopping traffic . . 
display must ‘pipe-in’ the force of that 
advertising. It is impossible to go into 
the homes, ride subways and trolleys 
to find out how many readers see your 
ads. However, you can clock passers- 
by and evaluate the stopping power of 
displays. This was done by our organ- 
ization in leading cities. It was found 
that dramatized displays stop three 
times as many people as ordinary dis- 
plays. ... 

“Retailers are finding that display 
brings in business at a very low cost 

. and mounting expense ratios de- 


mand that we use aggressively the 
most direct method of getting sales 
volume. How can we capitalize on dis- 
play? 

“(1) Do more sound advance plan- 
ning—and do it thoroughly. 

“(2) Give display the thorough at- 
tention and intense cultivation you give 
to newspaper advertising. 

“(3) Call your display director into 
all planning activities and listen to 
and encourage his suggestions. 

(4) Give him the services of a dis- 
play designer—and discuss with him 
the ideas behind each rough sketch— 
evaluate these as you would ad proofs. 

“(5) Make available the services of 
a copywriter—see that each idea con- 
ceived for the windows carries a real 
selling message. 

“(6) Do not be inconsistent in pro- 
motional policies—use the same policies 
in window display as in newspaper ad- 
vertising—strengthen one with the 
other if the importance and volume 
possibilities of the item warrant it. 

“(7) Ask for sales records of items 
displayed—especially those of impor 
tant volume potentials. Such records 
will readily sell you on display’s real 
value. 

“(8) Remember that less than 15 per 
cent of our volume is produced by ad- 
vertised items—and more than 85 per 
cent is produced by display, sales- 
manship and the loyalty of your reg- 
ular customers. 

“(9) Remember that people react the 
same, think alike, and think in terms 
of pictures. Confirm this by asking 
twenty people to write down the name 
of a color, a piece of furniture, a car- 
penter’s tool, a flower. 

“(10) Require more intelligent 
thought in the expenditure of the dis- 
play dollar ... eliminate wastes, but 
do not agree to wasteful economy by 
continuing to starve this promotional 
weapon. 

“(11) Establish a Board of Review 
to judge the selling power of each dis- 
play. 

“Which story will attract more at- 
tention? One is ordinary and static 
. . . the other is original and dramatic. 
Our survey conservatively claims 150 
per cent more. Which merchandising 
tactics do you employ? Develop a good 
concept . . . one that gets the story 
over quickly. And this concept should 
be utilized in a smaller way in the de- 
partment. Let’s discard the abused 
term ‘display’... think of this func- 
tion in terms of consistent, common- 
sense showmanship and call it ‘mer- 
chandise presentation.’ ” 


February !9, 1938 


Advocate of Shoe Shows 


Detroit, MicH.—Robert P. Buckley, 
operator of the Buckley Shoe Store at 
Bad Axe, Mich., is one of the many 
veteran shoe men who mix genuine civic 
responsibility with business. 

Mr. Buekley was a Detroit visitor 
twice last month on official convention 
visits; first, for the Michigan Retail 
Shoe Dealers Association meeting, and 
second, for the Michigan Association 
of Fairs. In addition to his shoe 
duties, he is secretary of the Bad Axe 
Fair, and is also a vice-president of 
the Michigan Association of Fairs, 
which is combining shows and shoes. 

Mr. Buckley enjoys a unique distinc- 
tion in his store, which he modestly dis- 
covered on a visit to the Florsheim fac- 
tory sometime ago. After introducing 
himself, he found himself passed up 
the line to Mr. Florsheim himself, and 
was told that his store was the oldest 
customer on the Florsheim books, only 
a year younger than the factory itself. 
Mr. Buckley has been operating the 
store himself for thirty-seven years, 
and it was founded years before that 
by his father. 





Toy Balloons Increase Sales 


CLEVELAND, O.—Over fifteen years 
ago the Stone Shoe Company, a promi- 
nent shoe store in Cleveland, realized 
the possibility of obtaining added cus- 
tomer good will by presenting inexpen- 
sive favors to children accompanying 
their parents on shopping trips to the 
store. Consequently, over 375,000 toy 
balloons have been given away in the 
last fifteen years. The youngsters are 
delighted with the imprinted toy bal- 
loons given to them by the clerks. 
Parents express pleasure for the at- 
tention given to their children, and often 
state that their children insist on shop- 
ping at Stone’s. This little act of kind- 
ness in giving toy balloons to the chil- 
dren has created an important link to 
increased sales. 

To reach the attention of other chil- 
dren and parents who have not pur- 
chased at Stone’s store, imprinted toy 
balloons are now furnished to school, 
church and children’s parties and pic- 
nics at no charge. 

These balloon premiums have made 
many future customers out of children 
who formerly came in for shoes with 
their parents. A friendly relationship 
has been developed that has continued 
for many years. 


January Business Up 
15 Per Cent 


ALBUQUERQUE, N. M.—A 15 per cent 
increase in business for January, 1938, 
over January, 1937, is reported by shoe 
dealers. Clearance sales began right 
after Christmas, and most of the 
dealers are making room for Spring 


shoes. A big demand for these has 
already been felt because of mild 
weather. 
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GOODRICH 


RUBBER FOOTWEAR FOR 1938 











Increases dealer sales and 
profits... provides the 
features people want! 


OODRICH finds out first/ By finding 
‘out just what consumers wanted in 
rubber footwear, Goodrich has been abl” 
to assure dealers of volume and profit. 
It will pay you to see the new 1938 
line of Goodrich Rubber Footwear 
which offers a complete range of styles, 
qualities, and prices to meet the demands 


of every type of market. 





THE ORIGINAL GOODRICH ZIPPERS 
The original zipper model. The 1938 styles of Goodrich dress galoshes provide ultra- 


smartness... perfect fit... complete rainy-day protection ... all at popular prices! 





GOODRICH FOOTWEAR, WATERTOWN, MASS. 


Branches at: Atlanta, Baltimore, Boston, Chicago, Cincinnati, Cleveland, Dallas, Denver, Detroit, Kansas City, Los Angeles, 
Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, Providence, St. Louis, Salt Lake City, San Francisco, 
Seattle, Syracuse. 
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Cnhanaise presentation. ” 


Adventures in Shoe Shopping 


[CONTINUED FROM PAGE 21] 


Williams refuses to sell any line 
which he doesn’t get exclusive in St. 
Louis. He says when his customers 
grow to like a certain shoe, he doesn’t 
want them to be able to get it in some 
more convenient store uptown. 

He pays his sales force no commis- 
sions, although, he says, he has the 
best paid force in St. Louis. 

“My men are shoe fitters, not shoe 
salesmen,” he argues. “Commissions 
tempt them to slight the hard-to-fit or 
hard-to-please and concentrate on the 
easy customers.” 

He does use p.m.’s. When he discon- 
tinues a line, he puts on a p.m. of 
25 cents. After one month, if the shoes 
aren’t sold, he raises the p.m. to 50 
cents. Two weeks later, the p.m. goes 
up to $1.00, and after two more weeks, 
to $1.50. 

“And in the last 23 years,” he boasts, 
“we’ve had to pay $1.50 on just three 
pairs of shoes.” 

Williams uses newspaper advertising 
exclusively. He selects the newspaper 
with the highest advertising rates, be- 
cause, he says, they cover the field. “I 
use just that one paper, and no other,” 
he declares. “There’s no sense in cover- 
ing the field twice.” 

He likes to identify his shoes with 
slogans and pictures. Police shoes are 
rarely mentioned without the picture of 
a policeman—kangaroo leather shoes 
are always tied in with the animal’s 
picture and the slogan, “soft as kid and 
tough as calf—will not scuff.” 

The next shoe concern I visited was 
in sharp contrast to Williams’ store. 
It was the tremendous shoe department 
of the Famous-Barr Co., one of the 
May Co. chain. No less than one hun- 
dred salesmen take care of shoe cus- 
tomers, under the smart and energetic 
leadership of Maurice Yoskin, who was 
formerly chairman of the children’s 
style committee of the joint shoe styles 
conference. 

Of course, Famous-Barr, like the 
shoe departments of the other two large 
stores, finds it hard to keep from seem- 
ing too cold and impersonal, and too 
overwhelmingly big. The Famous-Barr 
department is divided into a number 
of small, friendly shops, and Yoskins 
makes a strenuous effort to emphasize 
the personal touch. A. J. Pauly of Stix, 
Baer and Fuller, does the same thing, 
through telephone calls and frequent 
direct mail. And H. E. Jolley of 
Scruggs-Vandervoort-Barney says that 
80 per cent of his business is personal 
call trade. 

Incidentally, Jolley is leading a cru- 
sade to put old ladies in smart shoes. 

“There’s no age limit on smartness 
now,” he says. “Formerly, when an old 
lady came in to a shoe department, the 


salesman would talk about bunions and 
arches, and show her only sensible, old 
ladies’ shoes. I’m teaching my sales- 
men to dare to show smart shoes, with 
the argument, ‘It will take years off 
your age!’” 

Jolley showed me two oxfords. One 
was a plain black calfskin “sensible” 
shoe, unadorned and very homely. The 
other was a black suede, with an attrac- 
tive stitched pattern. 

“You see what I mean? This suede 
shoe is built on the same last as the 
‘sensible’ shoe—but it’s a whole lot 
smarter!” 





Canadian Shoe Imports Gain 


MONTREAL, CAN.—Canada’s imports 
of leather footwear, except rubber, 
amounted in value to $42,088 in De- 
cember, compared with $39,364 in 
December, 1936, the Dominion Bureau 
of Statistics reports. The United King- 
dom was the chief source of supply, 
with $21,205, and the U.S. $17,921. 

During the nine months ended De- 


BOOT AND SHOE RECORDER, February 19, 


weather. 





1938 


cember the total was $971,644, com- 
pared with $762,776 in same period of 
the previous fiscal year. Exports of 
Canadian-made leather footwear dur- 
ing December amounted to $51,859, 
compared with $29,258 a year ago. 
Australia was the chief purchaser with 
$13,525, followed by the United King- 
dom with $11,743, and New Zealand, 
$7,345. 

The total during the nine months 
ended December was $658,777, com- 
pared with $420,979 in the same period 
of 1936-37. 


New Shoe Store for 


Little Rock 


LitTLE Rock, ARK.— Remodeling, 
which will cost around $10,000, has 
been started at 608 Main Street here 
on the new home of the Dan Cohen 
Company shoe store, scheduled for 
opening about March 1. Remodeling is 
being done on the property formerly 
occupied by the Smart Shop. The new 
store will have a complete new front, 
the interior and exterior will be re- 
decorated, and a huge Neon sign will 
be placed in front. The firm has been 
in operation in principal cities in the 
United States for 45 years. 





How to Sell Shoes and Satisfy Customers 


[CONTINUED FROM PAGE 19] 


An exception was the massive gorilla, 
who inaugurated, along with man’s 
antecedents, the finer foot changes. 
When this heavy creature came down 
from his tree abode (because of his 
weight) and took to a terrestrial life, 
the toes began to shorten, having aban- 
doned their grasping necessity. And the 
heel bone became larger and stronger 
because of the body weight imposed 
on it. 

At this point we arrive at one of the 
most important features in the evolu- 
tionary development of the human foot 
—the longitudinal arch. The pre-hu- 
man foot still had a tendency to roll 
inward. The thumb-like big toe helped 
to a certain extent to prevent this. Then 
came a radical development, the susten- 
taculum tali, a shelf-like process of bone 
on the upper-inner side of the heel 
bone. This kept the ankle stable and 
secure, thus preventing inward rota- 
tion or pronation of the foot. The big 
toe began to point straight ahead in- 
stead of sideways (thumb-like). This 
promoted much better leverage in gait 
for bipedal (two-footed) animals like 
man. The pre-human foot was still a 
flexible and very muscular organ. 

However, with the advent of modern 
man (about 2,000,000 years ago) the 
foot became more rigid, as it is today. 
The last steps toward the present 
human foot design came at this point. 
The lateral or outer longitudinal arch 
(along the foot’s outer border) and 


the anterior metatarsal arch (under 
the ball)—the existence of both of 
these arches is questionable—took 
form. The transverse arch (beneath 
the instep) deepened. 

A last paragraph shall be devoted to 
the development of muscles in the foot 
and leg. From way back at the am- 
phibian stage through to the present, 
muscular changes in the foot and leg 
were occurring coincidentally with bone 
changes. Bone changes did not bring 
about muscle changes, or vice versa. 
They changed concurrently, depending 
upon the influences under which they 
had to labor, and consequently evolved 
in form and use. The calf muscles came 
into existence with the upright posture 
and the weight-bearing occupation of 
the heel bone. Today in the modern 
human foot we have a number of 
muscles which are relatively useless to 
us—vestigal memoirs of our earlier 
“foot-grasping” days. 

The subject of the foot’s history is 
almost infinite in detailed substance. 
It is a slow progressive change of struc- 
ture over a period of a half-billion 
years. The author has attempted to 
include mention of the major evolu- 
tionary changes of the foot, demon- 
strating by steps its advance that has 
brought us to its present human de- 
sign. That the human foot is the remote 
offspring of the fish-fin brings us to 
an ironical conclusion: it’s only a small 
world after all. 
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ODAY’S TREND in women’s 
shoe styles is all to gabardine 
and suede shoes. Both require spe- 
cial cleaners...special dressings to 
keep them fresh and new-looking. 
SHINOLA meets this public de- 
mand with a complete line of Shin- 
ola Gabardine Cleaners and Shinola 
SuedeCleaners! Each isespecially pre- 
pared for its particularjob. Andboth 
Gabardines and Suedes are made in 
black and leading style colors. 

Cash in on style! Stock the com- 
plete Shinola Shoe Dressing Line 
— Pastes, Liquids, Cleaners. Sell 
Shinola Dressings for complete 
shoe wardrobe care. And remember 
—SHINOLA ALWAYS SELLS! 


LLL MAKES A POLISH -OYE-CLEANER FOR EVERY TYPE OF SHOE 










Tests Prove Displays 


INCREASE SALES 


@ Make this simple test: Display a few 
bottles of Shinola Shoe Dressing promi- 
hently in your store...on the counter, on 
an island stand, or any place where they'll 
he seen. Then watch sales boom! Hundreds 
of tests give — roof that the store 
that displays Shinola, the nationally known 
brand, a/ways sells more.Often sales increase 
by as much as 100%. Try it for yourself! 
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Sunday and Monday, Mr. Mensch car- 
ried the responsibilities and innumer- 
able details of the convention with the 
knowledge that his wife lay stricken 
at home and that her Jife was but a 
matter of hours; yet he gave no sign 
of the burden of grief that oppressed 
him. Every detail of convention man- 
agement was handled with his cus- 
tomary precision and comparatively 
few of those in attendance knew of 
his trouble. A man well known in the 
shoe trade through his long and inti- 
mate connection with it, both as retail 
shoe merchant and association execu- 
tive, Mr. Mensch will have the heart- 
felt sympathy of a host of friends 
throughout the country. 

The convention was officially opened 
with a luncheon conference at noon 
on Monday in the Franklin Room of 
the hotel, at which Gordon Evans, who 
was later elected president, was the 
chairman. *President Roy Walter, of 
Wilkes-Barre, gave his annual report, 
which was brief, and the first speaker 
on the formal program was V. S. Heb- 
bert, of the Philadelphia retail firm of 
Mawson DeMany Forbes, who ad- 
dressed the convention as a member of 
the Retail Committee of the Philadel- 
phia Chamber of Commerce. Mr. Heb- 
bert’s.topic was “Retail Business for 
1938.” Born in Stafford, England, and 
@iated to the prominent English shoe 
amily, the Bostocks, Mr. Hebbert early 
in life became a certified designer and 
pattern cutter, and ‘although he has 
t been ¢onnected with the shoe busi- 
ess for several years, he declared that 
he felt entirely at Home in addressing 
an audience of shoe men. His address 
consisted chiefly of a carefully pre- 
pared study of the business outlook for 
the coming year, with emphasis on re- 
tail trade. 

“T believe frankly and sincerely,” 
said Mr. Hebbert, “that the present 
slump.in retail sales is but a temporary 
situation, and this belief is based, not 
upon hope but upon most careful anal- 
ysis of those things which have caused 
the recession, and the correction of 
which will bring the prayed-for up- 
swing. 

“Economically we are confronted 
with the fact that industrial volumes 
have declined more severely in the past 
several months than ever previously in 
the history of the nation. Such a pre- 
cipitate drop can mean one of two 
things: A violent but short correction 
of the uncontrolled excesses of 1936 or 
the beginning of another major de- 
pression. 

“Various industrial and economic ex- 
perts have made careful analyses of 
the position and prospects of commerce. 
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RETAIL RECOVERY NEAR, MIDDLE 
ATLANTIC SHOE MEN TOLD 
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ROY WALTER 
O} Wilkes-Barre, who led M.A.S.R.A. 


as President during Past Year 


On the basis of these studies it is esti- 
mated that we are now at the ‘low’ 
of the present decline in industrial out- 
put. But indices are that, in spite of 
an upward trend, there is expectancy 
of a 25 per cent reduction against the 
first quarter of 1937. And, although 
complete recovery is indicated, it is 
also admitted that» recovery will be 
slower after the initial rebound and 
that normalcy cannot be reached be- 
fore Fall. » 

“Already numerous’ improvements 
are showing over the late 193% lows, 
and there is a better tone of bioyancy 
in the securities markets. Overbuying 
and heavy inventory accumulations 
which have, in many quarters, been 
blamed for much of the recession, have 
been greatly reduced, and, by and large, 
inventories of the present dey are 10 
to 12 per cent less than inventories of 
the corresponding period of last year. 
Although there is yet no sign of in- 
ventory shortages, it is nevertheless 
true that the ‘supply’ situation, within 
most lines is being steadily corrected. 
And, as the corrective processes con- 
tinue, ‘fill-in’ business, which has been 
virtually at a standstill, will appéar in 
greater volume. Thus theré’is ample 
evidence to support my view that busi- 
ness is now passing through the real 
lows of the current recession, and that 
the trend will be generally upward for 
some months ahead.” 

Mr. Hebbert based his opinion that 
there will be no major depression, 
partly on the fact that “whether you 





1938 


agree with its policies or not, the pres- 
ent Administration is much too dy- 
namic to retire to the sidelines and 
apathetically watch the country fall 
into another serious downward spiral. 
Long before America could reach 92 
position similar to 1932, aggressive 
steps would unquestionably be taken 
to check such downward process. It 
might decide to engage in a huge pro- 
gram of public works or other stimu- 
lating devices. It might even take di- 
rect steps towards inflation by the 
utilization of the stabilization fund or 
other monetary plans, the possibilities 
of which are legion. You and I, natur- 
ally, view the outcome of any such 
false and forceful stimulants with deep 
consternation, but the fact still remains 
to us as business men that the tide of 
business could definitely be moved up- 
ward by such means. 

“God willing, they will not be nec- 
essary, and none of us are yet so 
far depressed or despondent as to ad- 
vocate them. But let us imagine the 
worst. Suppose they become neces- 
sary. Are we, in 1939, going to 
repeat our business foolishness of 
1936 and early 1937? Are we going 
to be blind to the causes of the busi- 
ness upswing? Are we going to wallow 
without intelligence in a new-found, 
unexplained and personally, completely 
undeserved buying spree? Or are we 
going to recognize the false stimulation 
which prompts it and act accordingly? 
If we are wise in the conduct of our 
business, we'll recognize that upon us, 
and us alone, depends the continuance 
of normal good business.” 

In conclusion, Mr. Hebbert advised 
the independent retailers in his audi- 
ence not to attempt to compete with 
the chain stores on price, but to realize 
that upon service rendered depends 
their future and their opportunity to 
continue as proprietors of profitable 
family shoe stores. He emphasized the 
importance of accessories in modern 
shoe selling and stressed the value of 
simple, well-considered methods of sales 
promotion, such as the insertion of pic- 
tures of other styles in each package 
of shoes delivered. 

Dr. Jonas C. Morris, D.S.C., of Audu- 
bon, N. J., made a strong plea for bet- 
ter fitting, particularly of children’s 
feet, and urged periodic foot examina- 
tions for all school children, as required 
under Massachusetts law. He depre- 
cated the influence of fashion in caus- 
ing women to wear types of shoes that 
are ill-advised, and was especially con- 
demnatory of high heels. 

Miss Ruth H. Kerr, style analyst for 
the Calf Tanners Association, came 
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... Ona fine morning, that brisk twenty- 
minute walk starts the day right.. Nothing 
spoils the pleasure of it if the feet are nor- 
mal and well shod. A comfortable pair of 
shoes, properly fitted, with adequate toe 


room and smooth linings, is essential. 


eS Celastic Box Toes have co 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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The “Small Business” Conference 
As Seen by a Shoe Merchant 


[CONTINUED FROM PAGE 24] 


nomic activity.” Secretary Roper then appointed Mr. 
Fred Roth of Cincinnati, Ohio, as temporary chairman 
to conduct the meeting. Charges were heard that this 
appointment was handpicked by the administration; 
this fear was soon disspelled when it was learned that 
Mr. Roth was a small shoe wholesaler, employing but 
15 people, and was well qualified through his experi- 
ence to assume the chairmanship. A tremendous round | 
of applause was given the chairman, and a motion that 
he be made permanent chairman of the committee was 
accepted. 

At this stage, discussion on the problem for which 
little business men were invited to Washington was 
asked for. Suddenly the conference was thrown into 
confusion; voices rose desiring to be heard. The baffled 
chairman pleaded in vain for order, and it was evident 
that the thousands of delegates came to speak and not 
to listen. The cry that they had been listening for six 
years was heard throughout the auditorium and it was 
now their turn to be heard. Assistant Secretary of Com- 
merce Draper, who had been left as the department’s 
representative with the conference, rapped for order. 
Realizing that to continue as scheduled would be im- 
possible, he directed that 10 committees be formed, 
each to appoint their own chairman and to discuss the 
ten leading questions that were necessary for con- 
sideration. 

These groups were assigned meeting rooms. This 
was agreeable to the majority and left a way open for 
those interested in one or two specific subjects to dis- 
cuss that subject with that particular group. They were 
instructed to deliberate one full day and to draw up 
resolutions to be presented to the President. The group 
that remained to occupy the auditorium was known as 
the miscellaneous group, and it was in this branch of 
the conference where most of the discussion took place 
and attended by most of the delegates. 

Contrary to newspaper reports the conference gen- 
erally behaved like little business men. While dignity, 
decorum and parliamentary procedure may have been 
lacking, the sincerity of their intentions was apparent 
throughout the length of the conference. Except for 
one outburst of enthusiasm by an uninvited delegate 
which lasted exactly three minutes, the meeting pro- 
ceeded without interference. It was later brought out 
that this delegate was a W.P.A. worker for the past 
18 months and had been sent to the conference to 
create a disturbance to embarrass the administration. 

The chairman then allowed five minutes to each 
delegate to discuss his suggestions, but asked that no 
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\\ Up-to-the-minute style and 
\ Protection for the ladies — 

that’s what Ball-Band offers in 

this very smart, satin-finish 

One-snap Rubber Oxford. 
Your best trade will like it — 
not only because it is authentic in style— 
but also because it is typically Ball-Band 
in quality, in fit, in long wear. Surprising- 
ly light in weight — on and off in a jiffy 
— snapped in place in an instant — it’s 
the kind of rubber that's in keeping with 
spring needs and spring tastes. To dis- 
play it is to sell it. Show it to your trade 
and you'll find that it will bring added 
profits and good will to your store. 
Today is a good time to ask us for 
all the facts — or to order samples. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
Mishawaka, Indiana 


/ \ 
TRADE . 
\ MARK 


RED BALL 











Page 38 


- 


BOOT AND SHOE RECORDER, February 





But Lincoln has more. Wear, 
value and fitting precision 
that insures the solid cus- 
tomer satisfaction on which 
repeat sales are built. And 
even more. A dependable, 
omanal stock service that 
owers your inventory and 
boosts your turnover. Every 
month adds to the number 
of independent retailers that 
are going places with Lin- 
colns. Better check on this 
line now! Write to 
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(EAST STYLES WANTED? 


certainly 


LINCOLN HAS THEM! 


HARRISON RETAILING 
SHOE CO. $3 
EVERETT, . THE p IN-STOCK 
MASS. yg 
B-C-D 
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FRONTIERSMAN 
No. B 336 
Black Blucher 
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Full Wing Tip 
Chrome Sole 
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ELAM'S 





PRE-WELTS 


Wuen you fit children in Elam's 
Pre-Welts, you do more than fit 
their feet correctly. You guide 
their feet to healthy, normal 
growth. 


IN 
STOCK 
Sizes 2 to 8 







553—Tan Elk 
554—White Elk 


F.S. ELAM SHOE CO. 


176 No. WATER ST. ROCHESTER, N. Y. 
DISTRIBUTORS 
439 Marbridge Bldg. 


NEW YORK 
BOSTON: Lane Bros 
NEW ORLEANS: B. Rosenberg & Sons 


LOS ANGELES: Boston Shoe Co 
CLEVELAND: Krongold Shoe C¢ 





Retail Recovery Near 
[CONTINUED FROM PAGE 34] 


valiantly to the defense of fashion, say- 
ing it had done more in recent seasons 
to improve footwear, through such de- 
velopments as the sun cult, open san- 
dals and comfort type lasts, than the 
medical men could accomplish in a 
century. Miss Kerr’s topic was “Fash- 
ion Prepares,” and she discussed major 
trends for the coming season, mention- 
ing casual type shoes, the wedge and 
mudguard as important developments. 
The wedge she declared to be prophetic 
of the future, and she ventured the 
opinion that it will be improved, made 
more flexible and become increasingly 
important. The material and color sit- 
uations were also considered in detail, 
and at the conclusion of her talk Miss 
Kerr answered many questions from 
the floor. 

Maurice P. King, of Newark, N. J., 
conducted the orthopedic group meet- 
ings held Monday afternoon and 
Tuesday morning. These sessions, con- 
ducted as informal roundtables, proved 
of great interest to the orthopedit shoe 
men in attendance at the convention. 





New Walking Shoe 


LYNN, Mass.—A. E. Little, Stritter 
Co., are making “Royal Hoboes,” a 
new type of footwear for sport and 
walking wear. The sole, quite thick, is 


Littleway lockstitched and the heel, of 
leather, is of the standard walking 
height. 

The uppers have vamp of the lattice 
design made under Karl Stritter’s pat- 
ents. These vamps, which present the 
basket, the blinker, the Venetian and 
other designs of weave, are usually 
smooth and ‘pliable. 

Some of the patented vamps are used 
in golf shoes for women, and are pro- 
posed for golf shoes for men. They 
provide for a free ball-joint action. 





Says It with Brands 


INDIANAPOLIS, IND.—‘‘New authentic 
Spring styles arriving daily,” is the 
way Marott’s Family Shoe Store, 
home-owned and_ exclusively shoes, 
announced to the public recently, with 
nothing more than reproductions of 
the trade-marks of 16 brands of men’s, 
women’s and children’s shoes carried 
regularly in stock, all nationally ad- 
vertised products. “Buy shoes at a 
shoe store,” Geo. J. Marott, manager, 
advises his public. 





Nisley Moves 


DAVENPORT, I[A.—The Nisley Shoe Co. 
has moved from its own store at 114 
West Second Street, where it has been 
located for 11 years, into Newman’s 
ready-to-wear store at 121 West Sec- 
ond Street, which it occupies the rear 


of the first floor. Because of stockroom 
space, it is possible to carry as com- 
plete a line as in the former location, 
according to G. K. Klopp, manager, 
and the connection enables the store to 
offer an account service instead of a 
strictly cash plan. 





Jay’s Opens in Montgomery 


MONTGOMERY, ALA.—Jay’s, operating 
shoe stores in Alabama and Georgia, 
has opened a new store at 28 Dexter 
Avenue, here, in the space formerly 
occupied by the Covington Shoe Com- 
pany. A. M. Baker is store manager; 
Clay F. Crumpton, manager of the 
men’s department; A. C. Curtis, man- 
ager of the women’s department, and 
Miss Lourena Payne, manager of the 
children’s department. 

In order to encourage those visiting 
the store on opening day to make a 
purchase, an offer of a free pair of 
hose was made to each buyer of a pair 
of shoes. 





In New Location 

DAVENPORT, IA.— Lober’s women’s 
shoe store, operated by the Weiss-New- 
man Shoe Co., of St. Louis, has moved 
from its former location at 210 West 
Second Street to a new building at 209 
West Second Street, designed espe- 
cially for its needs. The formal open- 
ing has been set for March 1, accord- 
ing to Samuel S. Gross, manager. 
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The “Small Business” Conference 
As Seen by a Shoe Merchant 


[CONTINUED FROM PAGE 37] 


discussion be created, in order that everyone could be 
heard. Various and sundry programs were outlined, 
some far-fetched, some theoretical, and some practical, 
but each delegate was permitted his say. One man sug- 
gested the building of a transcontinental highway at 
the cost of fifty billion dollars; W.P.A. workers to be 
used exclusively in the building of this, to be paid 
for out of tolls that will be charged for the use of this 
highway. Another advocated the scrapping of cars 
over five years old to help the automobile business. 
Another suggested that a housing plan be instituted on 
the basis of free taxes for all new homes for a period 
of years as an incentive for building. And so it con- 
tinued until everyone who wanted to speak did so. From 
all this maze of information came what the majority of 
the conference considered adaptable and suitable for 
presentation to the President. Three things stood out 
as imperative for business progress: One, character 
loans to small business men who were unable to secure 
aid through local banks; two, smashing monopolies, and 
eradicating the chain store menace; three, equal re- 
sponsibility by the employers and employees. It was 
generally agreed that the administration was to be com- 
plimented on bringing about this conference. 

We heard many things that we heard before, but it 
is obvious that had not the government desired our 
viewpoints and our constructive criticisms, they would 
not have called us. Business, through most of our 
history, has been primarily controlled by the free play 
of the law of supply and demand. Into this system it is 
true, there have grown some evils, but it would be 
foolish to suggest to burn down the house to exterminate 
the rats. Small business men are and should be the 
backbone of economic life of our country. We may be 
little business men, but taking the country as a whole, 
the small business is this country’s largest business. 
The gathering was, no doubt, as fine a cross section 
of the democracy of business, as could be assembled 
with so great a stake in the prosperity of America. 

There is more involved than appears on the surface. 
In many nations the principles of democracy have been 
scuttled. History tells us that the greatest advances of 
invention, of science, of material and spiritual progress, 
spring not from facism, not from communism, but from 
the people, as in America, enjoying free speech, free 
press, and most important of all, free initiative. We 
are held today in a spirit of loyalty to American meth- 
ods and to cooperate without government, and to make 
America a happier place for every American and to 
pass these benefits along to our children. 





CAVALIER 


THE 


SHOE MANS 
POLISH 


BUILDS BUSINESS 


POLISHES — CLEANERS — DYES 
FOR EVERY SHOE STORE NEED 
WRITE 


CAVALIER-BALTIMORE, MD. 








Buy THis Book 


New, Enlarged Edition 


MORE QUICK HELP FOR SHOE RETAILERS from 
the only book of its kind; an encyclopedia of practica- 
ble, workable ideas for the experienced merchant. 
Not a theory in this book—all tried and true... 
NOT just another shoe book, but offers the shoe mer- 
chant in addition to the 123 specific shoe promotions, 
the best ideas from almost the entire retailing field 
for instant adaptation to his particular requirements. 


“2800 RETAILING IDEAS” 


enables you to get into action from the hour 
it reaches your hands. Concise, all “meat,” it 
is ten books boiled down into one—a time-saver 
for the busy merchant, a reminder of important 
details; the most economical promotion you can 
buy. Some of the 39 LONGER CHAPTERS— 


Ideas for Shoe Selling, Display, Stock-keeping 
Advertising Ideas 

Prize, Discount and Gift Ideas 

Unusual and Miscellaneous Ideas 
Management and Economy Ideas 
Merchandising Ideas 

Employer-Employee Ideas 

Ideas That Make Stores More Attractive 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 
Ideas to Attract Children 





39 Longer Cash, Credit gad Collection Ideas 
nniversary Sale Ideas 
By vt wane ~ gg > Ideas 
otin ontest Ideas 
ages Mailing List Ideas 
00 Dollar Day Ideas 
e Mother’s Day Ideas 
post Hosiery Ideas 
PAID : 
Please re- More than 2800 ideas, ten for a cent; 
ae ny one used more than pays for the book. 


BOOT AND SHOE RECORDER 
239 West 39th Street New York, N. Y. 








th. dip dip, di, dip dip, dip, di dip di, di di. 





Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 
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LITTLEWAY 
LOCKSTITCH That is the outstanding 


— reason for the consistent 
increase in sales of Little- 
way Lockstitch Shoes — 
regular construction or 


Sbicca-Delmac. 


SBICCA-DELMAC 
LOCKSTITCH PROCESS 


with GAC UNISHANK 





LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET. BOSTON. MASS. 
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NATIONAL NEWS 





York Shoe Retailers Hold Open Forum 





Large Attendance at Meeting of Live Retail Association— 
Lee Langston and Rhea Nichols Among 
Prominent Guest Speakers 


York, Pa.—Calling on four national- 
ly-known figures in the world of foot- 
wear, the York Shoe Retailers Asso- 
ciation on February 8, staged a get- 
together meeting which would have 
done credit to a much larger local. 
More than 200 persons, including 
guests from Philadelphia, Lancaster, 
Harrisburg, Allentown and Lebanon, 
were in attendance and participated 
in the open forum discussions which 
followed the speeches. 

Heading the list of speakers was Lee 
Langston, executive vice-president of 
the National Shoe Retailers Associa- 
tion, who spoke on “What the National 
Shoe Retailers Association is Doing.” 
He told of the fight that the association 
is putting up against alleged harmful 
legislation to the industry at Wash- 
ington, D. C. He also told of the need 
for organization. Mr. Langston gave a 
brief résumé of the recent Chicago con- 
vention of the organization. 

Miss Rhea Nichols, of the Allied Kid 
Company, one of the largest producers 
of kid leather in the United States, 
spoke on what colors and styles to 
stock for the Easter trade. Miss 
Nichols told of the innovations now 
developing in women’s style shoes, and 
stated that American fashion designers 
are ahead of all others, and the women 
of this country are the best dressed. 

George Geuting, of A. H. Geuting 
and Company, Philadelphia, spoke on 
what will sell in Spring and Summer 
juvenile footwear and stressed the 
importance of correct fitting so that 
children’s feet develop in a normal and 
healthy way. He urged all salespeople 
to use great caution in fitting young- 
sters. 

Joseph Geuting, Jr., of the same con- 
cern, spoke on how to sell men’s foot- 
wear, and brought out vividly how and 
where styles in men’s shoes originate. 

Officers of the local association who 
had a large part in the success of the 
meeting were introduced to the gath- 
ering. They are: Meyer Smith, presi- 
dent; Edward Reineberg, vice-presi- 








DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 

Feb. 28, March 1, 1938 

Buffalo Shoe Show, Buffalo Shoe Re- 
tailers Association, Hotel Statler, 
Buffalo, N. Y. ........ March 6, 7, 1938 

Official Leather Opening, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Fall, Waldorf- 
Astoria Hotel, New York 

March 28, 29, 1938 

Fall Showing Shoe Fashion Guild of 

America, Hotel Biltmore, New York 
May 2, 3. 4, 1938 

Illinois Shoe Travelers and Retailers, 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill....May 15, 16, 17, 1938 

Pacific Northwest Shoe Retailers Asso- 
ciation Convention, Multnomah 
Hotel, Portland. Ore. 

May 30, 31, June 1. 1938 

Southwestern Shoe Travelers Associa- 
tion, Style Show and Market Season, 

Adolphus Hotel, Dallas, Texas. 
May 29, 30, 31, June 1, 1938 

Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 

June 5. 6. 7, 1938 

Boston Shoe Show, New England Shoe 
and Leather Association. Hotel Stat- 
ler, Boston, Mass....... June 6, 7. 8, 1938 

Annual Convention, California Shoe 
Retailers Association, Hotel Oak- 
land. Oakland, Calif... June 6. 7. 8, 1938 

Towa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines. Iowa 

June 12, 13, 14, 15, 1938 

Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, Ill. 

June 20, 21, 22, 23, 1938 





dent; Charles Martin, secretary; and 
Michael Britcher, treesurer. Mose 
Leibowitz, a former president of the 
organization and one of the most active 
in the local association, presided as 
toastmaster and introduced the speak- 
ers. 
















































The committee arranging the func- 
tion was composed of Harry Madanick. 
Edward Reineberg, Michael J:ritcher, 
Charles Martin, George E. Smith, 
Samuel Brueggeman and Louis Leibo- 
witz. 

The following members of the Phila- 
delphia Shoe Travelers Association 
were present: Paul Lippincott, presi- 
dent; O. J. Peyden, Ellis Schwartz, 
Louis Zuroff, Sidney Horwitz, and J. 
Hess, all of Philadelphia. 





Wages and Hours in the 
Tanning Industry 


New YorK— Although the sharp 
drop in leather production during the 
latter part of 1937 forced a reduction 
in average working hours, no impor- 
tant change occurred in the average 
hourly wage rate. Workers in the 
tanning industry received an average 
of 62.8 cents per hour in December, 
compared with 59.9 cents in December 
of 1936. The index of employment in 
December fell off to 92.5 (1929—100) 
compared with a peak of 104.8 during 
April. Average hours worked, how- 
ever, dropped to 35.2 per week, the 
lowest level on record. During the first 
nine months of 1937, average hours 
per week in the leather industry aver- 
aged only slightly less than 40. 

A comparison of average hourly and 
weekly earnings in the tanning indus- 
try for 1937 with previous years indi- 
cates that labor currently has become 
a relatively more important factor in 
the total cost of leather production. 





Sattler’s Set Sales Record 
in 1937 


BuFFALO, N. Y.—Sattler’s, Inc., one 
of the largest retailers of shoes in 
western New York, broke all previous 
sales volume records in 1937, it was 
made known by Aaron Rabow, general 
merchandise manager. The company 
has experienced an increase in sales 
every year since 1929 and has under- 
gone five major expansion programs 
within the last three years. Mr. Rabow 
predicts that 19388 sales will touch an- 
other new high record in the history 
of this 50-year-old company. 





Page 42 


BOOT AND SHOE RECORDER, February 19, 


R. H. Macy Features Patent Pumps 





New York—In conjunction with their 80th anniversary, R. H. Macy & Co. 
featured this window of black patent Tango pumps with very satisfactory results. 


The fitting and comfort advantages of this shoe were shown in the 


window. In 


the department, Frederick Wagner, inventor of the non-cut principle of this 
pump, explained and fitted the shoes while an exhibit showed the steps in the 
making of this shoe. 
Results of this promotion were excellent due, the store stated, to the fact that 
this shoe met the need of a good-fitting pump. 


‘ 





N.E.S.L.A. Holds 
Annual Meeting 


Boston, Mass.—The New England 
Shoe and Leather Association held its 
67th annual meeting and the dedica- 
tion of its new headquarters at 210 
Lincoln Street, here, on Wednesday, 
February 9, with George A. Dempsey, 
president, presiding. 

Following the president’s review of 
the association’s activities during the 
past year, the following reports were 
read and unanimously accepted: 

Eugene L. Wyman, treasurer; Earle 
M. French, chairman of the budget 
committee; James H. Stone, secretary; 
report of the customer-adjustments 
committee, submitted in behalf of H. O. 
Rondeau, chairman, and the report of 
the nominating committee, submitted 
for Louis H. Salvage, chairman and 
newly-elected vice-president of the as- 
sociation. 

Following the reports of the officers 
and committees, other business of the 
association was taken up. The dates 
of the 1938 Boston Shoe Fair, set for 
June 6, 7 and 8, by the board of di- 
rectors, was unanimously approved. 
Following this, a motion was made and 
adopted on the suggestion of Mr. 
Dempsey, that an extensive member- 
ship drive be instigated and that the 
membership fee be established on the 
basis of a flat rate of $50 for the year. 

It was also voted that the secretary 
prepare a program of action to control 
such unfair trade practices as unjust 
return of shoes, new and worn, and 
unwarranted cancellations, etc. for 


submission to the membership for their 
ratification. 

After the adjournment of the meet- 
ing, a buffet luncheon was served to 
members and their guests and many 
other members of the trade who had 
been invited to inspect the new head- 
quarters. 





Spring Business Good at 


Mid-States Shoe Co. 


MILWAUKEE, WIs.—Spring business 
has been very good at the newly-formed 
Mid-States Shoe Compeny, and their 
plants are running at near capacity, as 
new orders continue to come in. 

The Mid-States Shoe Company is a 
consolidation of the Walter Booth Shoe 
Company and the Ideal Shoe Company. 
These two concerns are now known as 
the House of Crosby Square, Division 
of the Mid-States Shoe Company, and 
the Ideal Shoe Manufacturing Co., Di- 
vision of the. Mid-States Shoe Company. 
The stock of the old concerns has all 
been transferred into the new consoli- 
dated company. 

The present personnel of the new 
company is as follows: Charles D. Ort- 
gieson, president, first vice-president 
end general manager of the Crosby 
Square division; Hugo Bauch, second 
vice-president and sales manager of 
the Ideal division; F. E. Beals, trea- 
surer; Eleanor Winter, assistant trea- 
surer, and Morgan J. Kavanaugh, 
secretary. 

The directors are Charles D. Ortgie- 
sen, H. W. Gardner, F. E. Beals, M. J. 
Kavanaugh, Hugo Bausch, W. A. 





1938 


Schumman, Frank Strehlow and Frank 
Burger. 

A recent addition to the Ideal plant 
has been Earl Reid who, with Mr. 
Bauch, will have charge of the styling 
of the Ideal line. Mr. Gardner and 
David Payne will continue in that ca- 
pacity for the Crosby Square division 
as heretofore. 





N. Y. S. Shoe Men to 


Hold Open Forum 


ALBANY, N. Y.—Chairman John 
Slater, President Ernest A. Beaumont, 
and the Board of Directors of the New 
York State Shoe Retailers Association, 
have issued an invitation to every shoe 
retailer and department store buyer 
in New York State to attend and par- 
ticipate in a complimentary dinner and 
open forum at the Hotel Syracuse, 
Syracuse, N. Y., Monday, February 21, 
when “Vital Problems That Confront 
Us Today” will be the subject of dis- 
cussion. Shoe manufacturers and trav- 
eling salesmen are also invited. 

Subtopics announced for considera- 
tion at this meeting are the following: 
“How to Start Folks Buying Shoes”; 
“What, When and Why to Buy Need- 


ed Merchandise”; “Ways to Increase: 


Profits”; “What Are Successful Shoe- 
men Doing in These Perilous Times?”; 
“Where and When Will This End?” 

A letter from Secretary Harry A. 
Chase to the members of the associa- 
tion says in part: 

“Please accept this letter in the spirit 
intended—as a personal message to you 
and for your welfare, at a time when 
we all are agitated by prevailing trou- 
blesome business conditions, and wish 
to know: Where are we headed? Every 
shoe merchant in the country, as well 
as our officers and directors, are anx- 
ious for the answer to this question. 
We hope to give you—and all other 
shoe merchants of New York State— 
light on this question, if not the solu- 
tion.” 





Roberts-Hart to Begin 


Production 

ROCHESTER, N. H.—Announcement -of 
a new shoe industry for this city has 
been made by the Roberts-Hart Shoe 
Co., of Jacksonville, Vt., which has 
acquired a long-idle factory off Oak 
Street, Gonic, and expects to begin 
production in about two weeks. An 
output of 600 pairs a day, with ap- 
proximately 75 employees, is contem- 
plated at the start. 

The new concern, recently incorpo- 
rated under New Hampshire laws by 
Raymond Roberts and Lee Hart, both 
of Jacksonville, reports orders already 
on hand, with only the arrival of the 
remainder of its machinery being 
needed to start operations. 

John N. Emerson, who formerly op- 
erated the John N. Emerson : Shoe 
Corp., has been chosen as general man- 
ager of the plant, which will be located 
in a factory building purchased from 
County Treasurer Charles H. Felker. 
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Lipp and Hirsh developed this 
tucked, sleeve-gore stepin of 
New Castle’s Carnation Red Sha- 
dow Kid, No. 1475. It would be 
equally effective in Parisian Blue, 
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Modernizing Store Front 
MILWAUKEE, Wis.—The store front 
of the Big Shoe Store, 7143 W. Green- 


field Ave., here, is being modernized 
at an estimated cost of $2,000. 
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A. A. Livers Elected 
Frank Bros. Head 


New YorK—At a meeting on Feb- 
ruary 10, of the board of directors of 
Frank Brothers Footwear Corp., Ar- 
thur A. Livers, who has been vice- 
president and operating head of the 
company for the past four years, was 
elected president. 





ARTHUR A. LIVERS 


Other officers of the corporation who 
were elected are Aubrey R. Barnet, 
formerly buyer, vice-president; Henry 
J. Rosenbluh, formerly comptroller, 
secretary; and Josephine M. Kane, 
formerly the late Mr. Frank’s secre- 
tary, treasurer. 

Mr. Livers stated that the policies 
of the firm as originated by Samuel 
Frank, the late president of the com- 
pany, were to be carried on, and his 
high ideals, so long an established cus- 
tom of the organization, were to be 
closely maintained. 

Mr. and Mrs. Livers left on Friday, 
February i1, on a combined business 
end pleasure trip to Florida, where Mr. 
Livers will inspect the company’s shops 
in the South. They expect to be gone 
about two or three weeks, 





Melville Purchases 
Morse-Molloy Plant 


MANCHESTER, N. H.—Sale of the old 
Morse-Molloy shoe factory, at 190 Elm 
Street, to the Melville Shoe Corp. has 
been announced here in one of the 
most important realty transactions 
thus far this year. The Melville con- 
cern has not yet revealed its plans for 
the two-story structure, which is 140 
feet long and 40 feet wide. The build- 
ing has 12,630 square feet of land and 
nearly 15,000 square feet of floor space, 
and in 1937 the city’s tax assessment 
valuation was $20,000. 

The plant was purchased by the 
Morse-Molloy firm about twelve years 
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NEW 
SHOES 


never on to a s 
youngster—especially 
they're Mrs. Day's 
Ideals. Styled and 
constructed by a spe- 
cialist in this type of 
fi r, they have an 
established reputation 
with all mothers. 
Smart retailers of 
juvenile shoes find 
them not only profit- 
able but excellent 
builders of new busi- 
ness. 
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ago, and was occupied by that concern 
until a few years ago, when it moved 
te the old Gale Shoe Co. plant on West 
Hancock Street. 

The exterior of the plant has not 
been improved for some years, but 
the interior has been completely mod- 
ernized and is equipped with an oil- 
burning system, an elevator and a 
sprinkler system. 





Brauer Sales at Record High 


for January 


St. Louis, Mo.—A. J. Brauer, presi- 
dent of the Brauer Bros. Shoe Co., St. 
Louis, announced that sales for the 
month of January were the largest in 
the history of the company for any one 
month. Asked as to what he attributed 
such a good volume, Mr. Brauer pointed 
out that the company is growing, that 
his entire organization is promotion- 
minded and that in addition to the 
large and steady flow of business on the 
Tango pump, they have booked sizable 
orders on their Aztec pattern, a new 
feature in the Paradise line for Spring. 





Stanton with 
MeNichol & Taylor 


Lynn, Mass.—Jack Stanton has be- 
come sales manager for MeNichol & 
Taylor, Inc., last makers, of Lynn. He 
was formerly with Stuart & Potter and 
the Pell Co. 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
HEEL 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
tigid arch support that is vitally essential. 


. Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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“HIGHEST GRADE ONLY" 


EAST WEYMOUTH, MASS., U.S.A. 
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Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 
Women's Oxfords 
$2.50 5¢ less 
Combination Sele 
R Foot 





Men's 
$2.60 





SHOE MFG. CO. 
Itner Sts., Philadelphia 
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Carton Labels 


LABELS 


TOLMAN- DAVIDSON 
—A DVERTISING PRESS, Inc 
113 Lincoln Street, Boston, Mass 











Registration Denied 


PORTSMOUTH, OHI0—The Selby Shoe 
Company has been successful in trade- 
mark opposition proceedings brought 
in the Patent Office and opposing 
registration of the trade-mark “STYL- 
IZERS.” The opposition was based on 
the long and continuous use by Selby 
of the trade-mark “STYLEEZ” and 
the claim that the other mark was 
confusingly similar. 

The Patent Office sustained the 
position of the Selby Company and 
reached the conclusion that the con- 
current use in trade of the two trade- 
marks would be likely to result in 
confusion and ‘that-any doubts in the 
matter should be resolved in favor of 
the prior user, Selby. 
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Schonwald Joins 
Collins-Morris 

Sr. Louis, Mo.—Alexander Schon- 
wald, who for the past four years has 


been with Berland’s Shoe Stores, Inc., 
St. Louis, in an executive capacity, has 





ALEXANDER SCHONWALD 


« 


resigned this position, effective Febru- 
ary 15, and has joined the sales staff 
of the Collins-Morris Shoe Company of 
St. Louis, manufacturers of women’s 
and children’s footwear. Mz. Schon- 
wald will represent, this company on 
the Pacific Coast. 

Prior to his association with Ber- 
land’s, Mr. Schonwald was_ general 
maneger of Ansonia Shoe Stores in 
New York. 





M. A. Petty Appointed 
Manager 


DECATUR, ILL.—M. A. Petty suc- 
ceeds Noel Montgomery as local man- 
ager of the Miller-Jones Shoe Com- 
pany, 217 North Water Street, here. 

The new manager hails from Co- 
lumbus, Ohio, where he was for six 
months manager of one of the com- 
pany’s shoe stores there. With 20 
years’ experience in the retail shoe 
business, which he gained in Miami, 
Fla., and in Pittsburgh, Pa., he is well 
qualified for his new duties. 





Fortune Goes on the Air 


NASHVILLE, TENN.— The Richland 
Shoe Company, division of the General 
Shoe Corporation of Nashville, has 
signed with the Mutual Broadcasting 
system for a thirteen-week, fifteen-min- 
ute program to be known as “Fortune 
Makers.” The broadcast will originate 
in the studios of WOR, New York City. 

The program, which is a dramatiza- 
tion of the lives of men who have ac- 
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Made for loafing 





| Priced for selling 





BASS “HALF BREED” 

Another member of the 
famous Bass line! An ideal 
shoe for the house, the 
locker, the camp, the beach. 
True moccasin construction. 


Here’s a real salesmaker 
for spring. Get it in your 
shop early. The rest of the 
Bass line, too! New 1938 In 
Stock catalog, in full colors, 
free on request. G. H. Bass 
& Co., 301 Main St., Wilton, 
Me. 


G. H. BASS & CO. 


Outdoor Footwear for Every Purpose 











cumulated world-famous fortunes, will 
reach eastern listeners at 7:45-8 P.M., 
E.S.T., and will be re-broadcast to the 
west coast at 8:15-8:30 Pacific Time. 





Patent Sales Show Increase 


Boston, Mass.—The Colonial Tan- 
ning Co., Boston, reports en increase 
in January black and colored patent 
leather sales of 18 per cent over Jan- 
uary, 1937, and states that this year’s 
figures set an all-time high for the 
first month of the year. 





First With 1938 Spring Shoes 


INDIANAPOLIS—H. P. Wasson & Co. 
were the first to announce their new 
1938 Spring line of women’s shoes with 
large newspaper space and entire new 
stock on the shelves. All models are 
benchmade with gabardine predominat- 
ing, with a generous sprinkling of 
black patent, suede and calfskin. Heels 
range from the high, slender spike 
down to the medium low, with the 
highest of the heels gracing the step- 
in pumps. 

Open-throats, cut-out shanks and 
open-toes are scattered prominently 
among the more smart, two-leather 
numbers, many with dashes of pin- 
point perforations and very blunt toes, 
in blues, blacks and browns, with the 
blues preiominating the show, next to 
the blacks. ; 
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"Swe, La a Funny Cov 
... SontTUt5{" 


“Salesmen say I’m a ‘funny guy’... have an 
idea that I never take them seriously. Well, 
it’s all right with me if they keep on thinking 





so, because I’m a busy man and if I didn’t do 
something to discourage these lads, they’d 
bother me all day long. 

“But I put aside that ‘protective mask’ of 
flippancy when I pick up my copy of BOOT 
AND SHOE RECORDER. Then I am serious 
enough. Those editors know my business. 
They keep me in touch with trends and devel- 
opments and give me practical ideas about 
selecting the right styles and selling them at 
a profit. And I read the ads, too, because I 
know they are in there because they have 
something to offer — not because they get 
editorial publicity. As a matter of fact, the 
advertising in BOOT AND SHOE RE- 
CORDER gives me a good steer on which 
salesmen I should take seriously. 

“Ts it any wonder that I willingly renew my 
subscription to BOOT AND SHOE RE- 
CORDER year after year?” 


BOOT AND SHOE RECORDER 
239 West 39th St., New York 


Impartial measurement EMBER , Authentic facts 
of reader interest UDIT 1 ) relating to 
in terms of paid UREAU | ) 4 editorial scope and 


circulation IRCULATICNS readership analysis 








Nurses’ Shoes 
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Flexible, Shape Retaining 


NURSES' OXFORDS 


Made on the 
New OSCO 
SUPER PLIABLE 

Process 


IN-STOCK 


* 







Ne. 2000 
Black Kid 
4-D, 2% 98 
$1.65 net 
Ne. 2005 


a-D, toe 
$1.65 net 


Owens SHOE Co. 
28 Goodhue St., Salem, Mass. 
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Men's Shoes 
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. 
yRAIN LEATHER 
NMNERSOLE 


SPECIAL WATER 
RE TING TANNAGE 


GREAT EASTERN SHOE CO. 


186 LINCOLN STREET 
BOSTON 











Obituaries 

















Louis Dendel 


Detroit, Micu.—Louis Dendel, pio- 
neer Detroit shoeman, died Thursday, 
February 3, at his farm home near 
Fowlerville, Mich. Mr. Dendel retired 
from active business three years ago. 
The Dendel Store on West Jefferson 
Avenue was founded almost 100 years 
ago by Henry Dendel, Sr., on newly 
filled in land, and was in the center 
of Detroit’s fashionable shopping dis- 
trict for many years, being operated 
as a family enterprise until its recent 
closing. 

The store remained in the same loca- 
tion and was taken over by the two 
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brothers, Louis and Henry, Jr., in 1875 
upon the father’s death. It was run 
solely by Louis Dendel since his 
brother’s death in 1890. 

At the time of his retirement, Mr. 
Dendel was recognized as the oldest 
active retailer and owner of the oldest 
retail store remaining in family hands 
in the city. 

He is survived by his 
daughter and a son. 


wife, a 





Thomas Conway 


NEw YorkK—Thomas Conway,° well- 
known shoe traveler in this area and 
a director of the Boot and Shoe Trav- 
elers Association of New York, died 
on Wednesday, February 9, at the age 
of 54, 

Mr. Conway spent his entire business 
life in the shoe trade with time out for 
the World War, in which he served in 
the Engineer Corps. At the time of his 
death he was associated with the East- 
ern Footwear Corp., for whom he was 
representative for the past five years. 
Previously he was connected with the 
Holland Shoe Company. 

The American Legion, of which Mr. 
Conway was a member, held services 
for him at the funeral chapel, as did 
the Boot and Shoe Travelers Associa- 
tion of New York. At the funeral, 25 
members of the travelers formed a 
guard of honor. 


Roy Edward Pingree 


DetrRoIT, MicH.—Roy Edward Pin- 
gree, well-known Detroit shoe man, 
died February 8, after several weeks’ 
illness, at his home in Grosse Pointe 
Farms, Mich. He was 52 years old. 

He was a son of the late F. C. Pin- 
gree and nephew of the late Gov. Hazen 
S. Pingree, prominent figures in the 
shoe industry in Detroit’s early days. 
Mr. Pingree was associated with his 
father and a brother, Everett, in the 
old Pingree Shoe Company. Later he 
was in the shoe business with his 
brother. He was a member of the board 
of directors of Detroit Boat Club and 
served as captain a year. 

Survivors are his wife, a daughter 
and a brother. Burial was in Wood- 
lawn Cemetery. 





Harvey J. Boyer 


BLOOMINGTON, ILL.—Harvey J. Boy- 
er, who for the past three years has 
been with the Hanger Boot Shop, here, 
passed away recently from a heart at- 
tack. 

Mr. Boyer, who was 63 years of age, 


had been connected with the shoe busi- - 


ness in central Illinois for the past 35 
years. Formerly in Decatur and Gales- 
burg, Mr. Boyer came to Bloomington 
15 years ago to manage the shoe de- 
partment in a local store. He later 
joined the Hanger Boot Shop, where he 
was employed at the time of his death. 

He is survived by his wife and one 
daughter. 
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ANIAN 


perfect leather 


INNERSOLES 


multiply the comfort, 
value, and wearing life 
of any good shoe. 


Specify them on 
your next order! 





FREE OFFERING ~ 
Write to us on your letter-head 
and we will send you a set of 
VanTan coasters . . . Useful for 
protecting furniture and card- 
tables from wet glasses. 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 
Makers of the famous 


LEATHERPLUS 
WATERPROOF OUTERSOLE 


a 














R. R. Wickner 


WATERTOWN, Wis.—R. R. Wickner, 
52, pioneer Watertown shoe retailer, 
died recently in a local hospital, fol- 
lowing a paralytic stroke. Mr. Wick- 
ner operated the Wickner Boot Shop 
here for 13 years and prior to that 
was manager of the shoe department 
for the Newton & Wentz store in 
Beaver Dam. He was very active in 
civic affairs. He is survived by his 
wife, three sisters and two brothers. 





Hans P. Larsen 


BeLoit, Wis.—Hans P. Larsen, 82, 
veteran shoemaker, died recently at 
his home here. A resident of Beloit for 
nearly 50 years, Mr. Larsen was first 
employed by the John Foster Shoe Co., 
here, and 35 years ago started his own 
shoe repair shop, where he had been 
active until his death. He is survived 
by his wife, two sons and two daugh- 
ters. 


Bruno Breuer 


La Crosse, Wis.—Bruno Breuer, en- 
gaged in the shoe business in North 
La Crosse for many years, died re- 
cently in Minneapolis, Minn. He is 
survived by two brothers and. two 
sisters. 
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Pumps Gain Popularity in Miami 





Plain and Trimmed Pumps With Closed Toes in Demand 
in Southern City 


MiamI, FLA.—While Miami shoe men 
earlier in the season predicted open 
toes as the big thing to watch out for, 
from the number of new pumps shown 
it would indicate that there is a trend 
toward this smart, slenderizing, classic 
shoe. Not for several years have so 
many good-looking pumps been seen 
along Flagler Street. They are shown 
in plain and trimmed effects. There 
does not seem to be any lessening of 
the popularity of the open toe, but 
there is an increasing demand for the 
closed toe pump. 

Burdine’s are showing the new Bali 
“Treauville’ sandal in several color 
combinations, white with navy or tan, 
beige with brown, navy, with white, 
all-white or all-black. Burdine’s have 
featured Bali sandals for twelve years, 
and report this to be the biggest sell- 
ing individual shoe in their history. 
Now that it can be offered in color 
combinations, the volume is increasing. 

A. S. Beck is offering some smart 
Summer time sandals, some of the 
smartest being “Sandalized Operas.” A 
pin-hole perforation in white, navy, 
kelly green, yellow, brick and dubonnet 
is featured in 79 different versions. The 
ombré colors are popular, particularly 
in a draped ladder front open toe, heel- 
less sandal. One of their sensational 
1938 resort shoes is the “Palm Beach 
Uplifter,” a light-as-a-feather cork 
sandal topped with giddy prints or 
bright-colored linens. It is a swank 
Beck edition of the Lido sensation. They 
are also showing “Pharaohflats, a san- 
dal with a sole that tells all,” a one- 
piece heel and sole topped in solid ga- 
bardines and vivid prints. 

Sears are introducing June O’Day 
shoes, and this line is emphasizing 
closed toes. Smartly styled, they come 
in several popular models and the sea- 
son’s range of colors. 

J. & J. Slater is promoting the new 

“Bands of Charm” as their sandal of 
the week. The bands have a definitely 
feminine touch, in that they have scal- 
loped edges. They are obtainable in 
seven basic colors or combinations in 
patent leather, suede, calf or buck. 
* Biscayne blue is a new color offered 
by Cowen’s. “It’s new—it’s smart—and 
it’s sure to meet with a wave of wel- 
come when it arrives up North next 
spring.” Biscayne blue is offered in 
several closed-toe models. 

Baker’s are showing a smart line 
of tropical sandals, nearly all of which 
show the high vamp effect. All have 
open toes, but most of them a closed 
heel with open shank. There is an un- 
usual amount of detail to each shoe. 

Delman in his Lincoln Road salon 
is featuring this week the “Sannes- 
‘Cannes,” a heel-less, toeless bit of shoe 
leather made up mostly of narrow 





jewel-studded straps with a wide ankle 
strap. 

At the Nankin Shoe Store they re- 
port all-white coming up to a point 
where it now represents 85 per cent of 
volume. Multi-colors and two-tones are 
smart and there is a trend toward 
linen and shantung. The open toe con- 
tinues to be active in the medium and 
lower price brackets, but there is less 
demand for it in the better shoe. The 
opening is growing smaller. 





To Open New Unit 


BrooKtyn, N. Y.—The Child-Form 
Shoe Co., Inc., plan to open a new unit 
at 1704 Kings Highway, near East 17th 
Street, Brooklyn, about March Ist. This 
company, which caters to the foot com- 
fort of children exclusively, has enjoyed 
good business in this field, and the 
plans for the new store are the result 
of this progress. 

The company’s stores are under the 
supervision of Joseph F. Spektor, who 
has had many years’ experience in the 
juvenile branch of the shoe business. 





Stephenson Managing 
Departments 
LYNCHBURG, VA.—The shoe and 


wearing apparel departments of the 
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Cannon Shop, 1000 Main Street, this 
city, are now under the direction of 
H. C. Stephenson, formerly of Macon, 
Ga. Mr. Stephenson replaces W. J. 
Berman, having come to this city from 
a Macon store of the Cannon Com- 
pany. 

Mr. Stephenson said he expected re- 
tail trade in the South, and especially 
in the South’s smaller cities, to reach 
near-record proportions this Spring. 





Opens Remodeled Store 


DusuquE, IA.— Walker’s, operated 
by the Walker Shoe store, of Waterloo, 
Ia., and in charge of Jess Walker, vice- 
president of the organization, has op- 
ened for business in a completely re- 
modeled and redecorated location at 661 
Main Street. Besides Mr. Walker, the 
personnel includes A. B. Greener and 
L. G. Schaffert, with more than 15 
years’ experience in the business. 

Both men’s and women’s shoes in a 
wide price range are carried in stock. 
The interior color scheme of the store 
is green and ivory. Fitting machines 
are part of the modern equipment. 


Butterworth Convalescing 


DayTon, OHIO—A. L. Butterworth, 
of the Baynham Shoe Company, who 
has been confined to his home since the 
first of the year, is now able to be up 
and about his home. X-rays have been 
taken and his physicians are now en- 
deavoring to locate the source of 
trouble. 





Contest Winners Return From Cruise 





A group of happy shoe men are these G. R. Kinney store managers photo- 
graphed on board the M.V. Georgic returning from a trip to Nassau and Havana. 
The managers won this trip as a prize in a sales contest sponsored by the G. R. 

Kinney Company, Inc., one of the largest family shoe chains in the country. 


Included in the group are the following: J. C. Dudley, W. Harris, J. E. King, 
Rommel, C. A. Ulrich, G. M. Arthur, O. J. Hill, D. B. Rasmussen, 
M. Zechman, L. A. Barcom, A. D. Bishop, E. Sieger, E. L. Guess, M. J. Nedzbala, 
F. Hair, E. H. Kirk, R. O. Nelson, L. H. Walters, F. V. 
Warmkessel, A. W. Faust, R. J. Martin, E. H. Pasc 
L. Towne and W. L. Porter. 


J. A. Tehas, N. C. 








Brahler, J. W. Mullins, F. 
hal, E. A. Toyer, H. Gilchrist, 
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SALESMAN WANTED 


POSITION WANTED 


LINE WANTED 































WANTED, experienced man with established 
clientele to carry our line of Boy’s and Girl’s 
Goodyear Welt, Welt Stitched, and McKay sport 
and sandal types carried in stock by well known 
manufacturer in the states of Georgia, Florida, 
and Alabama. Must own car. Commission basis. 
Address F-681, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





O HIO salesman who can sell long general line 
every popular priced store can ai estab- 
lished trade—with car. Full details. Schwartz 
& Sons, S. W. Cor. 4th & Arch Sts., ADhian Pa. 





POSITION WANTED 








Do You Need a 
Shoe Buyer 
Who Can Make a Profit? 


I am a married man, 37 years old— 
have had 22 years of practical shoe 
experience in both popular priced and 
high grade shoes for every member 
of the family. For the last six years 
I have .been General Manager of a 
chain of 12 shoe stores in the Middle 
West. 

As Vice-President and Board Mem- 
ber, I have done the buying, advertis- 
ing, had charge of Personnel, window 
displays, store inventories and store 
merchandising. 

Prior to that time, I was Buyer of 
shoes for a large mid-west department 
store and also a large Eastern depart- 
ment store. Had charge of both the 
upstairs and basement departments. 

I have a wide acquaintance in the 
shoe industry and can furnish satis- 
factory reference—willing to go any 
place in the United States for an 
interview. 
Address F682, Care 
BOOT & SHOE RECORDER 
239 West 39th Street 
New York, N. Y. 



















RETAIL Shoe Salesman and Manager. Many 
years’ experience | in corrective line pertain- 
ing to men’s, women’s and children’s footwear. 
Thoroughly x understands all merchandising prob- 

xcellent references as to character and 
producing. Will welcome an interview. Ad- 
dress F-672, care Boot & Shoe Rerorder, 239 
West 39th Street, New York, N. 








CAN YOU USE AN 
EXTRA PROFIT? 


Of course you can. Can you find 
a place in your organization for a man 
who can definitly SHOW RE- 
SULTS? You'd be overlooking a 
wonderful opportunity if you couldn't. 

There is such a man, familiar with 
every detail of styling, manufacturing 
and selling women’s welts, Littleways 
and Sbicca-Delmac shoes. He has 
been in business for himself; he is 
thoroughly versed in the fine points of 
selling shoes. 

What’s more—he is exceptionally 
well-known. He has an _ excellent 
reputation among the large retailers, 
chain store and department store buy- 
ers all over the country. 

Can you use this man to give your 
business that added lift that marks the 
difference between good and excellent? 
Of course you can. 


Address F683 
BOOT AND SHOE RECORDER 





239 West 39th Street, New York City 








VAILABLE: Salesman, seventeen years’ ex- 


perience, capable and intelligent, age thirty- 
four, will travel any good territory. including 
foreign country, salary plus commission. Now 


MILWAUKEE findings jobber interested in 
selling men’s line shoes and slippers. Ex- 
cellent contact with shoe trade in Southern 
Wisconsin. Address F-668, care Boot & Shce 
Boe: 239 West 39th Street, New York, 





ANTED--~—Aggressive sales organization with 
headquarters in St. Louis desires to rep- 
resent manufacturers of evening shoes and house 
slippers. Contact with chain operators and large 
buyers. Address F-677, care Boot & Shoe 
Recorder, 1627 Locust St., St. Louis, Missouri. 





FOR SALE 


MEN'S Shoe Store located in New York City, 
established ten years, good business section, 
featuring nationally advertised lines. Address 
F-680, care Boot & Shoe pesgtiee, 239 West 
39th Street, New York, 








FOR LEASE 





FOR LEASE, desirable front space for Wo- 
men’s Shoes and Hosiery in large Millinery 
and Dress Store, 100% Location, Moline, Illi- 
nois. For details B. A. Levin, 503 North 12th 
Street, St. Louis, Missouri. 





BUSINESS OPPORTUNITY 














employed, but desires change and adva 

= in shoe business. Address F-675, care 
t & Shoe onan. 239 West 39th Street, 

oot York, N. 





Y QUNG man, 32, experienced manager, win- 
dow trimmer, advertiser, sales promoter, and 
foot-fitter, wishes to make connections with pro- 
gressive retail shoe concern, or chain. Excellent 
references. Address F-678, care Boot & Shoe 
a te 239 West 39th Street, New York, 





D° you need a live-wire shoeman? Can buy, 
promote and manage at a profit. Can 
handle complete line of men’s, women’s and 
children’s shoes—all grades. Can _ systematize 
stock, also help window trim. Department, 
chain and specialty store experience. Salary 
secondary. Will go anywhere. Address F-643, 
care Boot Shoe Recorder, 239 W. 39th 
Street, New York, i 





BY first class Juvenile man. Specialist Junior 
Deb Field. Commands Best trade from, 
ae to Chicago. ee uarters New York 

City. Can do a real job trictly confidential. 
Address F-684, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





GREATER PROFITS 
for the 
SHOE MERCHANT 


We have a service that will prove 
interesting to every shoe mer- 
chant. It builds up repeat busi- 
ness—brings new customers to 
your store and eliminates losing 
customers. through shoe com- 
plaints. With is service you 
will also be able to increase the 
efficiency of your sales force. 
Write for full particulars. 


PRACTIPEDIC INSTITUTE 
2131 N. 44th St. Milwaukee, Wis. 














PARTNER WANTED. To take active interest 
and management of Ladies’ Novelty store in 
Knoxville, Tennessee. Splendid Location. Best 
of equipment. Address F-676, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 





CHILDREN’S Shoe Factory for sale or part- 

ner. Equipped to make six hundred pair, 
room for two thousand pair. Address F-679, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





mum charge, 7 


address should be counted 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
i" Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Se 


In all other cases each word of the 
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WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. 
Telephone WORTH 2-5180, 518! 


Y. 








WE BUY 
Sur = Wholesale and Retail 
Also mnded Shoes such as 
Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nuun Bush, Etc. 
IRVIN RUBIN 
“The House of Jobs” 
88 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 


Entire or 
Stocks. 








Buyers of Surplus Stocks 


e will buy surplus or eons ome of shoes 
wane manufacturers, jobbers or retailers 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Ine. 

106 Duane St. New York 

Phone WOrth 2-5377 and 5378 











February 








More Open Shoes in South 


MIAMI, FLa.—“Eighty-five per cent 
of the resort shoes this season will be 
open toes,” is the prediction from Bur- 
dine’s, Miami. There will be a lot of 
royal blue in the picture, especially 
combined with white. Black suede with 
white patent trim is also going to be 
outstanding. Never before has there 
been so much color as will be seen this 
year. There will be a lot of white and 
a lot of white with colored trim. Suede 
kid and calf in this order are the leath- 
ers, with white, royal blue and kelly 
the three leading colors. A lot of 
white with Windsor tan is being sold 
for sports shoes. This makes a very 
smart combination. 

There will be a number of open back 
sandals, but more will be shown with 
the built-up counter. 

Multi-colors are very good, particu- 
larly for dress and evening wear, but 
they are not the multi-colors of last 
year. The base is white and the 
multi-color is built up on that. The 
Austrian embroidered effect is very 
definitely in evidence, kid appliqué on 
black, navy blue or white. These are 
high-fashion shoes and can be matched 
in any wanted accessory. More atten- 
tion will be given the tie-in between 
shoes and accessories this season than 
ever before. Burdine’s is so impressed 
with the importance of this that an 
accessory department has been set up 
adjoining the shoe department. Here 
lay-outs showing the color picture of 
the year, the fabric and general style 
is displayed. For example, “Caprice” 
is a gay Viennese print that has been 
made up into a new shoe. The same 
material has been used in a blouse, 
scarf, turban, sash, bag and glove trim 
and even in a hat band. 
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“Serve Yourself’? Shoe Store 


DAYTON, OHIO— The Gilbert Shoe 
Company, 119 East Fifth Street, has 
installed a self-serve system for its 
customers. Shoes are placed on racks 
and shelves so customers may make 
their own selections. The idea is new 
to Dayton, according to Robert Tuite, 
local manager. 





Linen Sandals Popular 
in South 


MIAMI, FLorIpDA—A new “must have,” 
for summer wear will be linen sandals, 
according to Burdine’s. They are fea- 
turing a number of smartly styled 
clever models at $2.95. While they 
are open-toed, all have a closed heel. 
This season the linen sandals are full 
lined to hold their shape and are un- 
usually well styled. Burdine’s is of- 
fering three styles in a nine color range 
and four print patterns. They are 
recommended as the proper foot wear 
for beach and day-time frocks. The 
linen may be dyed to match any color. 


Lease New Store 


ROCHESTER, N. Y.—Henry Packer, 
head of the Packer Corporation, real- 
tors, announced the leasing of a store 
at 82 Main Street, East, to the Harpel- 
Phillips Shoe Company of Haverhill, 
Mass. 

Harpel-Phillips took over their new 
quarters at the above address on Feb- 
ruary 1, and the term of occupancy has 
been set at five years. 

The new store will specialize in 
women’s shoes. Operating stores 
throughout the East, the firm now owns 
a shop at 38 Main Street, East. The 
new store has been completely modern- 
ized. 


Fire Destroys Shoe Store 


NEwarRK, N. Y.— Threatening de- 
struction of the entire business section, 
a fire destroyed buildings in Newark, 
including two shoe stores, with esti- 
mated damage at $35,000. In the Matt- 
son block the Triangle Shoe Store was 
wiped out, and in the Hoag block the 
Boyton Shoe store was destroyed. 





W. H. Haynes Named Buyer 


PROVIDENCE, R. I.—William H. 
Haynes, for nine years assistant buyer 
for the shoe department at Jordan- 
Marsh, has been made buyer and de- 
partment manager of the shoe depart- 
ment at Gladding’s, Inc., department 
store. 

Mr. Haynes succeeds Herbert A. 
Hoskins who came from Pennsylvania 
a little more than a year ago to assume 
management of the department. Mr. 
Hoskins then succeeded Emmett Smol- 
lins who had been in charge of the 
department for more than a dozen 
years. 
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MERCHANTS’ NEEDS 





No Mis-Mates with Mate Marks 
2450 2450 2450 








Gus V. Wells—686 45th—Des Moines, Ia. 
Send Free Samples and Prices 
To 


eee eee eee ee ee ee ee eee eee ee 





DR. PYLES FOOT OSCILLATOR 


The Most Remarkable Contribution to shoe retailing in 
recent years. Take your store out of the ordinary class. 
Install a Dr. Pyles Foot 
Oscillator, and watch your 
sales “Jump Ah ae, ogee 
stom 

° Makes fitting 
easier and quicker. Now in 
use by leading shoe 
and department stores 
throughout the coun- 








Can be operated by customer or clerk with simplicity, 
operating costs less than 1¢ per hr. 

Price $38.50, F.0.B., p novo California. 
Sold on satisfaction or money refunded guarantee. Write 
for full details of special offer 
THE VI-PED-EX CORP. STOCKTON CALIFORNIA 








Montello Co. Begins 
Operations 


Suncoox, N. H.—The Montello Shoe 
Company has begun operations in its 
new quarters at the old Pembroke mill. 

The former Brockton, Mass., firm, a 
subsidiary of the Fashion Shoe Com- 
pany of Boston recently completed 
installation of machinery on the second 
floor of the old textile mill. Its manu- 
facturing operations will be concen-. 
trated on this floor which gives a 20,- 
000 square foot area. The company 
also has leased the top floor, which 
will serve as its stockroom. At peak 
operations the firm will employ about 
200 hands, it has been announced. It 
manufactures “sneakers,” overshoes and 
men’s shoes. 


Bailey Opens Men’s Store 


MIAMI, FLA.—Sam Bailey, one of the 
best known shoe men in the Miami area, 
has opened a shop on fashionable Lin- 
coln Road and has given it to his son, 
Sam Bailey, Jr. It is next door to Del- 
man’s and will carry only men’s foot- 
wear. The shop is decorated in blue 
and taupe, with chromium furniture 
upholstered in multi-colored leathers. 
All stock is stored in a rear room. 
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Spring Shoes Selling 
in Chicago 

CuicaGo, ILu.—Gabardine and a few 
other early Spring shoes are wel) in the 
Iocal selling picture here, despite the 
fact that this is the height of the sale 
season. Merchants report a lot of in- 
terest in gabardine with most sales of 
street shoes running to 50 per cent 
gabardine. Suedes are also still hold- 
ing their own with black the dominant 
color. 

Python is appearing strong in the 
picture with one department store do- 
ing a large promotion job on light 
versions. Other stores however are 
having good results from dark shoes, 
chiefly black and brown. 

It also looks like an excellent patent 
leather season here, especially in pumps. 
One popular-priced shop which empha- 
sizes the salon idea, reports the best 
plain patent leather pump business in 
a number of years. Patent leather 
trims on gabardine are also in heavy 
demand. These appear both in toe 
coverings and in narrow pipings and 
bindings. 

The big color of the Shoe Fair, cop- 
per calf, is also coming into the pic- 
ture, selling under a variety of names 
such as roseberry tan, parisand, etc. 
Several merchants are looking for a 
good early Spring “softie” season in 
baby calf and suedes. Open toes are 
predicted to be good as well as step- 
ins. Merchants look for lots of sales 
in open-toes and a minimum in open 
quarters. Perforations also look good. 
Many merchants emphasize a demand 
for brown, despite predictions at the 
National Shoe Fair that it was in for 
a slack season. 

Resort business selling for southern 
wear is also good. Lots of prints are 
being sold especially in the draped ef- 
fects. An especially good number is 
an open-toe and open-heel shoe in belt- 
ing ribbon which this salon had to re- 
order three times. Prints are being 
promoted for wear with white or as an 
emphasis for dark solid colors. This 
same shop has also done a good job 
with pasted alligators both in all-over 
shoes and as used in trims on whites. 
Few all whites are being sold but many 
combinations in the tans are going 
good. Few blues are moving. 





Opens New Men’s Store 


Cuicaco, Inu.—New in the Chicago 
men’s exclusive shoe store family is the 
new store recently opened by J. E. 
Glickstein at 160 W. Madison Street. 
Known as Massagic Shoes, it is located 
in the modern new shop section of the 
La Salle Hotel. Mr. Glickstein also 
operates a family shoe store, the F and 
G Shoe Store, at 4020 Lincoln Avenue. 
The interior of the new shop is modern, 
featuring blond walls and woodwork. 
There are shadow-box display cases 
for slippers. Shoes are fitted by X-ray. 
George L. Sayer is in charge of the 
store. 
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# Buying Guide 


BOOTS AND SHOES 


EAI EWG, DAB oie oe occ seopse ges Sin neg wes penne bene 


BROOKS SHOE MFG. CO., Philadelphia, Pa........ 0... c eee e cece cece eee e teens 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass.............0..000 cece eee eee 4b 


DANVERS SHOE CO., Newburyport, Mass..........6.000 000s eee e eee renee renee 44 
DUNN & McCARTHY, INC., Auburn, N. Y........0..0 00 ee ccc ccc ce eee 25 
38 


ELAM, FS.) SHOE-CO., Rochester, N.-Y.....0.0 ccc cceeeveete 
ENDICOTT-JOHNSON CORP., Endicott, N. Y......00 0.000000 0 cece cece eee ee ees 4,5 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo... 1.0.0.0... 0c cc cece ccc ceceuceuceus 10 


GOODRICH, B. F., FOOTWEAR, Watertown, Mass............000ce cee eee eee eee ees 31 
GREAT EASTERN SHOE CO., Boston, Mass.......2....--0 00 eee eee ee eee eee eeenee 48 
GREEN SHOE MFG. CO., Boston, Mass.........00. ce ecc cence eee es a ping Back Cover 
Pee GR. Everett O8ESs.. 5 5S cd nk oc ere cles a a eww ale onatle'e wats 38 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.............6 600006 37 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass........... 0.0... 2. e eee eee eee ee 44 
NUNN-BUSH SHOE CO., Milwaukee, Wis.............. 002000 ce eee ee eeees Front Cover 
i RS, sss nage cebhsanti sone ventesiats: sneé de taney 48 
Puma euunnaen, SF. Leasie Bho. 5 oo cs Sere oh De abc dsc cinebe vee telees 29 
ROBERTS, JOHNSON & RAND, St. Louis, Mou... 2... cece cee eee erent eee ences 7 
UTHER Te Chet, Gs So . kal. facies. coinnsmacees conine ye Uerieins ces ! 
WEYENBERG SHOE MFG. CO., Milwaukee, Wis... 0.0.0... 0c cee eee eee eee eee eeeeee 23 
LEATHER AND OTHER MATERIALS 
ALLIED KID COMPANY, Boston and New York City.............-0200eeee cece eens 43 
COLONIAL TANNING COMPANY, Boston, Mass......:...0eseeeeeee eee ee eee ees 2, 3 
EAGLE-OTTAWA LEATHER CO., Grand Hayen and Whitehall, Mich....... eeeee 3rd Cover 
HUBSCHMAN, E., & SONS, Philadelphia, Pa..... 6.0... c cece eee eet eee enone 2nd Cover 
KISTLER LEATHER CO., Boston, Mass............cc cece eee cece tect ees ES 27 
OHIO LEATHER CO., Girard, 0....... cc ce cee cece eee c cree senses esses revcseees 8 
TROSTEL, ALBERT, & SONS CO., Milwaukee, Wis.........-- 0-00 seer eee eee e eres 44 
WARE TAGE, AeA rte Gol, Morwich: COGN... 6.05. 6 cin ce ie cess Se di seis 's ln de 48 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
CAVALIER CORPORATION, Baltimore, Md..........- 66. e cece cece eee e eee eee ees 39 
DU PONT, E. I., DE NEMOURS & CO., INC., Arlington, N. J... 2.6 c cece eee ee eee e ee 6 
HECKER PRODUCTS—(SHINOLA) .........-. cee cece cree eee e ener e tener eee nnens 33 
LITTLEWAY PROCESS COMPANY, Boston, Mass...........- 0. sees cee eee eee eees 40 
UNITED LAST COMPANY, Boston, MasS.........0. cee cec cere serene eee eneereneees 36 
UNITED SHOE MACHINERY CORP., Boston, Mass......--.-.--+-++- sees , 45 
STORE EQUIPMENT AND FINDINGS 
DEDEDE COND Ciechcn Gales 6k oF icc cope avsenn soos <b 00 cee bine wib ovens vadews 51 
WELLS, GUS V., Des Moines, lowe. . 26.0.0. oo ccc cc eset ees c cece crcncentoncseceees 51 
MISCELLANEOUS 

BARIS SHOE COMPANY, New York City. ......... cece cece cece ewer e eee eeeeeeees 5! 
I Sad Matt GIG e CS ine ok0 8S. Eis HE E68. AEN de LS Biele 5| 
KIRSCH-BLACHER CO., INC., New York City............ cece cece eee e eee e eens 51 
PRACTIPEDIC INSTITUTE, Milwaukee, Wis........ 22... ee cece eee e eect eee cence enes 5! 

46 


TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Boston, Mass.............-0ee eens 
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put 


Miss Mildred Raper, 


Stewardess, 
United Air Lines 
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Single Sole Construclion 


Flying, walking . . every method of getting-about has been mod- 
ernized. And now the Compo Technique brings another stride 
in the progress of shoemaking with the introduction of the 
Single-Sole Arch-Type Shoe. This is the shoe for active, fashion- 
loving women who demand the comfort which comes from flex- 
ibility in the fore-part and at the same time the sturdy support 
which is a feature of every arch-type shoe. This most recent 
Compo achievement brings a new daintiness and charm to arch- 
type footwear, particularly in shoes with medium and higher 


heels. Compo Shoe Machinery Corp., Boston, Massachusetts. 


Ome 


NO CHANNEL TO PEEL SINGLE SOLE SINGLE-SOLE (spicca-pELMAG 
ARCH-TYPE SHOES 


Vol. CXII, No. 26, Spar ARCoRDER, 1 =~ every Saturday by Chilton Company (Inc.), Mh ger ge office, Chestnut and 56th Sts., Philadelphia, Pa. Editorial 
and Executive =the Entered as second class matter November 23, 1932, at the Post Office in Philadelphia under Act of March 8, 1879. 
Subscription price $3.00 per year. Printed in U. 8. A. 
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ig ona 
\; BLUE NOTE 
st | foshion aoe a 


and Colonial supplies a sparkl- 
ing score with five Blue tones 
in crisp patent leather. Swatches 


on request. 


No. 182 SAILOR’ BLUE 
No. 424 SKIPPER BLUE 
No. 263 CHINA. BLUE 
No. 364 NAVY BLUE 
No. 446 SCOTTY BLUE 


3 





COLONIAL. 
fo the Bat Patent oaths She 


COLONIAL TANNING COMPANY 
207 SOUTH STREET, BOSTON, MASS. 
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THE “AERONAUT’ 
A Jot Pals MODEL 


STREAMLINED 
AIR CONDITIONED 


A Best Seller! 


[oot Pals 34 Syttez Nationally Advertised 


Repeat business is the only profitable busi- Yet with their superior styling and sterling 
ness in the long run, and that is what FOOT quality FOOT PALS and Styl-EEZ are sur- 
PALS and Styl-EEZ shoes guarantee you. prisingly low priced—underpriced is really 
They have style—a wealth of it. Shoe men the better word. They offer so much more 


all over the country acclaim their in- 
stant eye and sales appeal. 


for the money that they sell easier, 
quicker. They build repeat business faster 
than any shoe we know of. 


See the new FOOT-PALS and Styl-EEZ 
line for Spring and Summer. Send for 
our new catalogue or ask to have a sales- 
man call. 


Quality — New England craftsmanship 
of the old school that painstakingly 
and meticulously builds-in the integrity 
for which every Wall-Streeter shoe is 
noted. 





James E. Wall 
President 


WALL- STREETER SHOE COMPANY 


North Adams . . . . . . Mass. 


(Styl-EEZ shoes for women are made by 





Selby Shoe Company) 
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Boys’eokele dress-up 


for spring and 


Dark shoes are fine for work and school 

and play. But when it comes to shoes 

for dress or Sunday afternoon wear, 

most mothers like to see their young- 

sters in whites throughout the Spring 

and Summer. Here’s a line of boys’ 

: white sports shoes, Goodyear stitched 

€691—Boys’ White Elk Bal, Composi- = i=” and McKay, in styles that boys will like, 


tion sole, rubber heel, McKay con- 
struction. Sizes 1/6 $1.321/2 


6654—-Boys’ White Elk Bal, Composi- 
tion sole, 9/8 rubber heel, McKay con- 
struction. Sizes 1/6 $1.321/, 


6656—Boys' White Bal, Tan tip, eyelet 
plug and foxing, ventilated, composi- 
tion sole, 9/8 rubber heel, McKay con- 
Bt: struction. Sizes 1/6 ............. $ 
6668—Boys’ White Elk Bal, Plain toe, MY > 6666—As 6656 except two tone gray. 
ventilated, composition sole, 9/8 ea 
rubber heel, McKay construction. 
Sizes 1/6 $1.321/, 
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summer selling 


built over lasts designed to give com- 
fort to growing feet. They're of fine, 
sturdy construction, heavily soled and 
heeled to give the kind of wear that will 
bring mothers back for shoes for the 
entire family. Stock them. They're 
“bread-winners” for your children’s 
shoe business. 


6667—Boys’' White Elk Bal, Plain 
toe, ventilated, composition sole, 
rubber heel, McKay construction. 
Sizes 1/6 $1.321/, 


6646—Boys’ White Elk Bal, 2 row cord 
vamp, composition sole, 9/8 rubber 
heel, McKay construction. Sizes 1/6. 


$1.321/,, 


5756—Boys’ White Elk Blucher, Plain 
toe, crepe sole and heel, Goodyear 
stitched construction. Sizes 1/6. $1.85 
5757—As 5756 except tan. 








5752—Boys White Elk Bal, Wing tip, 
crepe sole and heel, Goodyear stitched 
construction. Sizes 1/6 $1.85 
5751—As 5752 except tan. 

5753—As 5752 except tan tip and fox- 


ing. 


ENDICOTT, N. Y. ¢« ST. LOUIS, MO. «¢ NEW YORK CITY 





Rae AGG A AUK GK Nay Sa 
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The Call is for MORE and MORE 


Enme slick GABARDINES! 


@ Gabardine is having its heyday, according to 
the way the orders are rolling in! And every 
dealer can make this his greatest Gabardine sea- 
son, if he keeps an eagle eye on his stocks of these 
five shoes, and reorders before size and color 
ranges are broken. Enna Jetticks famous service 
in shipping orders within twenty-four hours 
makes it easy to maintain a complete assortment 
at all times. Right now, these Gabardines are 


IN STOCK—READY FOR 
IMMEDIATE DELIVERY 
STYLES IN OTHER MATERIALS RETAILING AT 


Sandalized shoe in Black, Blue or $ $ 
Sabelle Brown Gabardine. Sizes 3% to 9; 5 TO 6 


AAA to C. Factory Price, $3.60 


Popular oxford of Black, Blue, Brown 
Laurette or Beige Gabardine. Sizes 3 to 10; 
AAAA to D. Factory Price, $3.60 


il wea New Gabardine pump in Black, Blue, 
— Beige or Brown. Sizes 3% to 9; widths 


AAAA to C, Factory Price, $3.60 


Sonnie Dainty oxford in Black, Blue or Brown Fis HO Winged pump of Gabardine in Black, 


Gabardine. Sizes 3 to 10; widths AAAA Blue or Brown. Sizes 334 to 9; widths 
: g ee 'Pactecy Price, $3.60 AAA to C. Factory Price, $3.60 


ENNABJETTICK SHOES, INC. 


AUBURN, N. Y. 
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Profit from this fashion trend 
by featuring 
Gallun’s vegetable tannages 


Here is a new type of shoe, now selling in important 
volume, that is a “natural” for vegetable-tanned 
leathers. Consider these added selling points which 
heip your shoes to move faster: Glove-like pliability 
and comfort at the first wearing — retained after the 
repeated wetting and drying of knockabout wear. Eye 
appeal in the window — due to fidelity of color, 
beauty of finish, and workability on the bench. No 
free acid to affect the health of sensitive feet. Com- 
plete color range including popular luggage tan. One 
sale breeds another, on shoes of all types. Watch for 
vegetable-tanned numbers in making up your orders. 


A. F. Gallun & Sons Corporation, Milwaukee, Wisconsin 


* » 


» Norwegian Calf Cretan Calf 
hand-boarded grain smooth but not glazed 


Eskimo Calf 


water-resistant 











